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Let The Mergers Begin 


Debate Comes To An End As FCC Lifts Spectrum Cap 


BY ALLYSON VAUGHAN 

ASHINGTON—Prepare for a 
iY ee frenzy, or maybe not. 

When it comes to determining 
how lifting the spectrum cap will affect 
the industry, the potential outcome de- 
pends on with whom you talk. 

As expected, FCC commissioners 
voted Thursday to immediately lift the 
cap by 10 megahertz in urban markets, 
from 45 to 55 megahertz, and to com- 
pletely eliminate it starting Jan. 1, 2003. 
The cap in rural markets will remain at 
55 megahertz during the transition peri- 
od. The move is expected by many, 
though certainly not all, to fuel mergers 
among wireless operators and infra- 
structure providers. 

Despite arguments from many in the in- 
dustry to eliminate the cap immediately, 
the commission opted for a phased-in ap- 
proach to give the agency time to devel- 
op policies and procedures for reviewing 
the expected flurry of license transfer ap- 
plications and to try to allocate addition- 
al spectrum for third-generation services. 

“Certainly now that it is possible to 
hold more spectrum, the acquisition of 


Wireless Week 
Spotlights Gear, Gurus 


Wireless Week debuts two new sections in this 
issue. Featured in Wireless Gear, which begins on 
page 37, are new products for the wireless world, 
from base station antennas and network opti- 

“mization tools to gadgets and handsets. The sec- 
tion will run periodically through 2001 and every 
other week beginning in 2002. 

For a lighter look at wireless and the 

people behind the products and services, turn 
to FaceTime on page 40. This new section is 
designed to go beyond the routine personnel 
announcements, zeroing in on the personalities 
in wireless. 

Reader feedback on these new sections-and 
anything else on the pages of Wireless Week-is 
welcome. Send your comments to. Wireless Week 
care of wirelessweek@cahners.com. 


Wheeler 


Powell 


regional carriers will be more viable for 
the larger players,” says Rick Brecher, a 
telecom lawyer with Greenberg Traurig 
in Washington, D.C. A few players even- 
tually may dominate each market, he 
says, with innovators in second-tier mar- 
kets acquiring spectrum from larger car- 
riers to offer differentiated services, such 
as data capabilities. 

The commission voted 3-1 in favor of 
the proposal with Michael Copps, the 
lone Democratic commissioner, dissent- 
ing. “We have not adequately analyzed 


The Isle Of 


BY SUE MAREK 


nce considered a viable 
rival to digital sub- sed. 


scriber line and 
cable modem technolo- 
gy in the race to outfit 
businesses and resi- 
dences with broadband 
service, fixed wireless is 
quickly falling from 
grace. And as service 
providers tumble, strug- 
gling equipment makers are 
fighting to stay afloat amid a 
rapidly shrinking pool of po- 
tential customers. 

The technology, herald- 
ed for its ability to provide 
lots of bandwidth at very 
high speeds without requir- 
ing Operators to tear up streets or 
rewire buildings, recently lost two of its 
prominent supporters, and some industry 
insiders say it is in danger of turning into 


Hollings Sugrue 


spectrum exhaustion scenarios,” Copps 
says. “In almost every market in the coun- 
try, companies have not reached the cap.” 
Accusing the FCC of opening a “spec- 
trum bazaar,’ Copps says the FCC should 
have conducted a comprehensive exam- 
ination of the need for repealing the cap, 
which has been in place since 1994, and 
its effect on small business and diversity. 
“Let’s not kid ourselves. This is, for some, 
more about corporate mergers than it is 

about anything else,” he says. 
continued on page 50 


The big fixed wireless 
players have jumped ship, leaving the 
survivors to swim for themselves in what 

some say will become a niche market. 
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re-auction of 

Wave Telecom's 

ses spawns another 
lawsuit. See Page 10. 


Losses are piling up for tower 
companies. 


Bill May Force 
700 MHz Clearing 


BY ALLYSON VAUGHAN 

ASHINGTON—Among industry 
WV Capitol Hill sources, specu- 

lation is increasing that a bill to 
order broadcasters to clear the 700 MHz 
band for public safety users will be in- 
troduced soon in the U.S. House of Rep- 
resentatives. In the process, “a phenome- 
nal core emergency communications net- 
work” will be created, according to an in- 
dustry source who requested anonymity. 


PUBLIC SAFETY 
ISSUES 


Sources say Rep. Jane Harman, D- 
Calif., or Rep. Billy Tauzin, R-La, would 
introduce the bill, although their 
spokespersons declined to confirm that. 

Under the legislation, broadcasters cur- 
rently operating on channels 60 to 69 


continued on page 50 


an island of services for users overseas 
and in a few scattered markets 
across the United States. 

“T think in the U.S. fixed 
wireless is a niche market 

and always will be,” says 
Michelle Gao, broadband 
and wireless industry ana- 
lyst for Frost & Sullivan. “A 
lot depends on the equip- 
ment. First- and second-gen- 
eration equipment has line- 
of-sight problems ... it isn’t 
suited for the U.S.” 

The most recent defec- 
tion from fixed wireless 
came last month when 

AT&T Wireless pulled the 
plug on Digital Broadband, 
the company’s high-speed 
fixed wireless service, citing 

hefty installation costs and other ob- 
stacles. AT&T Wireless’ announcement 


continued on page 8 
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HOLD ME 


Wireless technology that lets customers 


know when a table is available at the hippest hot spot. 


HOW IS THIS POSSIBLE? 


Cell phones and PDAs can secure tables at chic eateries. And find the nearest gas station with 
the lowest prices. All thanks to wireless Internet services that will drive up customer demand as 
™ 


well as your revenue. But how will you deliver? The answer is simple: with Motorola Aspira 


total communications solutions. 


Motorola Aspira total communications solutions bring it all together to get you to the next 
generation of wireless systems quickly and affordably. We combine best-in-class network tech- 
nologies, a robust system platform and comprehensive services and operational support with an 
innovative range of applications and end-user devices. Which means having an experienced 
partner with you every step of the way, to help determine what you need and ensure seamless 
deployment and operations. Motorola Aspira total communications solutions mean you get the 


newest innovations to market faster, and your customers get a superior end-user experience. 


And because Motorola Aspira solutions leverage your existing technology—whether your path is 
GSM, CDMA or iDEN—It’s the smartest way to get where you need to be. Your customers want 
a wireless world they can access quickly and effortlessly. Anywhere, anytime. And now, thanks 


to Motorola Aspira solutions, you can be the first to bring it to them. 


Look for more details on Motorola Aspira solutions and other ways Motorola is making things 


smarter, at motorola.com/aspira 


intelligence ® everywhere 
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communications system. But 
just how secure are they? 
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Fact No.1: Things Change 


thing one can count on should be the 
motto of the wireless industry. 

Let’s face it, the forces of change sweep 
through this industry regardless of economic 
conditions, regulatory climates and techno- 
logical stationary fronts. Even a cursory 
glance at some of the major issues making 
news last week—priority access, the spec- 
trum cap, a winding down of the NextWave 
Telecom Inc. license scam—makes it clear 
that the wireless business of 2006 will look 
significantly different from the 2001 model. 


T he axiom about change being the only 


The forces of change 
sweep through this 
industry regardless of 
economic conditions. 


How will all of us deal with such change? 

You, our readers out in the wireless in- 
dustry trenches, already are pursuing 
strategies aimed at either driving or meet- 
ing the needs and desires of your cus- 
tomers to take wireless to a new level, be 
they broadband mobile connectivity, ad- 
vanced enterprise applications or next-gen- 
eration network platforms. 

We at Wireless Week aren’t sitting still, ei- 
ther. Like you, it’s critical for us to constantly 
evaluate not only the industry we cover but 
also how we best can serve you in doing it. 

Inside this issue you’ ll see a few changes, 
some subtle and some more apparent, that 
stem from this ongoing process. Two of the 
biggest additions are our new feature sec- 


Editorial 

Phone: (303) 470-4888 

@ News tips, press releases: News Editor Tim Burroughs, 
tburroughs@cahners.com, (303) 470-4850. 

@ Letters to the editor, guest opinions: Editor Monica 
Alleven, malleven@cahners.com, (303) 470-4818. 
Wireless Week reserves all rights, including electronic and 
print, to letters to the editor submitted for publication. 


Market Research 

@ In collaboration with Cahners In-Stat Group. For 
information on reports, services and custom research, 
contact info@instat.com; (480) 609-4525. 


Reprints 


@ For reprints: Chris Schroll (800) 323-4958, ext. 2367. 


Subscriptions 

@ To start or renew a free subscription, 

visit www.getfreemag.com/ww. For all other subscription 
inquiries, please call (303) 470-4445 or 

e-mail: subsmail@cahners.com. 


Web 


@ Web content, news@2direct daily e-mail newsletter: 
Web Editor Kristy Bassuener, kbassuener@cahners.com, 
(303) 470-4825. 


OPINION 


tions, Wireless Gear and FaceTime. 

Wireless Gear is what many of you 
have been clamoring for, a stage to 
show off your company’s new prod- 
ucts and services. But don’t worry. 
While you might be used to product 
sections elsewhere that are agoniz- 
ingly gray and lifeless, you'll see 
that Wireless Gear is a different an- 
imal: brighter, livelier and easier on 
the eyes. Plus, we’ll leverage the 
power of the Web to devote even 
more space to this area. 

But as we’re well aware, gear is only 
part of what makes wireless tick: Ours 
is a business that resonates with the per- 
sonalities and behind-the-scenes tales of 
the people who live and breathe it. In Face- 
Time we'll bring you their stories, not only 
those of the industry’s movers and shak- 
ers but also those of the sometimes off- 
beat, often intriguing characters who are 
part of the wireless world. We’ll also keep 
an eye out for the unusual. Hint: Ever seen 
a wireless LAN device made from a pota- 
to chip can? 

Take a look at these new features and let 
me know what you think. I welcome your 


BILL MENEZES, EDITOR IN CHIEF 


ideas and submissions for both Wireless 
Gear and FaceTime. 

And be advised, these are only a couple 
of the things we have coming your way. 

Afterthought: Now that the FCC has done 
the right thing in deciding to eliminate the 
spectrum cap, the next question to ask is 
why the industry has to wait more than a 
year for it to happen. If the commission has 
unstated reasons for its 13-month “transi- 
tion period,” are they more potent than the 
ones it has disclosed publicly? 


Wireless Week Seeks Product, People Submissions 


Have an interesting new product you would like to share? A unique new service? We want to hear 


about it. Send us a brief description, along with a high-resolution color photo, to btellinghuisen@ 


cahners.com. Beginning this week, Wireless Week will devote a recurring section to new products. 


Wireless Week also is seeking submissions for a regular section on movers and shakers in the industry. Know 
someone with a unique perspective who has demonstrated leadership in an unusual-or unusually 
successful-way in the wireless industry? Have a quirky story you'd like to share? Let us know by sending an e- 


mail to wirelessweek@cahners.com, with “personality” in the subject line. Personnel and management 


announcements may be sent to the same e-mail address, with “personnel” in the subject line. 


Our editorial team will review all submissions for inclusion in an upcoming issue of Wireless Week. 


Wire (less) 


COMING SOON! 


1 NEVER THOUGHT 


IT WOULD GET THIS 
MUCH ATTENTION. 
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BY ALLYSON VAUGHAN 


ASHINGTON—TIf there is 
Vf nes in numbers, 
then a judicial panel re- 


cently dealt a blow to proponents 
of several lawsuits challenging 
the safety of radio-frequency 
emissions from wireless phones. 
A judicial panel on multidistrict 
litigation in Washington decided 
to consolidate RF litigation pend- 
ing in state courts in Louisiana, 
Maryland, New York and Penn- 
sylvania to one federal court in 
Maryland. It’s a victory for the in- 
dustry—and in particular Verizon 
Wireless, Motorola and Cingular 
Wireless—which has sought to 
consolidate the lawsuits to avoid 
duplication and inconsistent rul- 
ings. The panel says consolida- 
tion also will save resources. 
“The more individual cases you 
have, the more different opinions 
can be rendered,” says Brian 
Fontes, vice president for federal 
relations at Cingular Wireless. 
The lawsuits claim carriers 
should have sold headsets with 
their wireless phones to reduce 
users’ exposure to radiation. The 
lawsuits seek damages, alleging 
that carriers sold phones knowing 
that they might be dangerous. 
Because the lawsuits cropped 
up in various locations across the 
country, “no federal district 
stands out as the focal point for 
this litigation,” the panel said in 
selecting Maryland as an appro- 
priate forum. Dr. Christopher 
Newman, a neurologist who 
claimed he contracted brain can- 
cer from heavy wireless phone 
use, filed an $800 million law- 
suit there last year. High-profile 
Baltimore attorney Peter Ange- 
los, who represents Newman, 
also took on the class-action lit- 
igation to press the industry to 
provide consumers with head- 
sets. In previous cases, Angelos 
has won millions of dollars in 
successful litigation against the 
asbestos and tobacco industries. 
Baltimore attorney Joanne 
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A judicial panel has decided to consolidate several lawsuits challenging the safety of 
radio-frequency emissions from wireless phones to one federal court in Maryland. 


Suder, who is co-counsel with 
Angelos on the Newman case, 
says the move by the judicial 
panel is just one step in the 
lengthy litigation process. “Things 
are really a long way off from a 


Jo-Anne Basile, vice president 
for external and industry relations 
at CTIA, declined to comment on 
the litigation. But separately, she 
says a project is under way by the 
Cooperative Research and Devel- 


tive by the Food and Drug Ad- 
ministration and CTIA-to conduct 
research into possible links be- 
tween wireless phone use and can- 
cer. Under the agreement, labora- 
tories in the United States, Ger- 


Court Consolidates RF Health Litt 


©ARTVILLE 


gation 


ies based on recommendations 
from the FDA. The first progress 
reports are due in December. 
These studies will follow up 
others conducted by Wireless 
Technology Research, an organi- 
zation headed by Dr. George 
Carlo. Last week, Carlo an- 
nounced that his Washington in- 
stitute has established a registry of 
complaints about adverse health 
effects from wireless phones. 
Carlo, the author of “Cell Phones: 
Invisible Hazards in the Wireless 
Age,” says his book will be pub- 
lished soon in several languages. 
A May report released by the 
U.S. General Accounting Office, 
the investigative arm of Con- 
gress, called for further research 
into wireless phone safety, but 
said the preponderance of evi- 
dence to date does not demon- 
strate a link between cancer and 


final determination,” she says. 


opment Agreement-a joint initia- 


many and Italy will conduct stud- 


wireless phone use. MM] 


Industry Considers Priority Access Implementation 


BY ALLYSON VAUGHAN 
ASHINGTON—Priority access is liv- 
Wire up to its name. Since the Sept. 
11 terrorist attacks, it’s become an 

industry—and national—priority. 

Government officials have long had prior- 
ity access to wireline networks during national 
emergencies, but despite several years of work 
by the FCC and carriers, it has yet to be im- 
plemented on the wireless side. The dithering 
might well have continued indefinitely had 
not the Sept. 11 attacks, which overloaded 
systems and kept many calls from going 
through, pushed the issue to the forefront. 

Wireless priority access likely will be im- 
plemented in two phases to address both 
immediate and long-term goals. The first 
government contract will go to Verizon 
Wireless, sources say. In the long term, other 
carriers may be awarded contracts as well, 
depending on available funding, with the 
goal of rolling out nationwide priority ac- 
cess service by the end of 2002. 

Verizon filed a waiver request with the 
FCC on Nov. 2 that would allow it to give 
priority to designated federal officials over 


regular customers. Given the impetus of the 
national war on terrorism, observers expect 
it will be granted. In its request, Verizon 
urged the commission not to solicit public 
comment because it would “needlessly 
delay” its decision. 

The National Communications Systems 
agency, which advises the White House on 
security and emergency preparedness, wrote 
to the FCC in support of Verizon’s request. 
A spokeswoman for the FCC, which last 
July asked carriers to come up with volun- 
tary priority access plans, would say only 
that the commission is reviewing the request. 

Washington, D.C., likely will be the first 
city to implement a wireless priority access 
system as early as mid-December. New 
York City and Salt Lake City, host of the 
2002 Winter Olympics in February, also are 
expected to implement systems within the 
next few months. 

CTIA said in September the industry is 
committed to working with the NCS and 
suggested that priority access initially be 
given to 500 federal security and emer- 
gency personnel. By the end of next year, 


however, up to 50,000 federal, state and 
local personnel should be able to access 
wireless networks on a priority basis, CTIA 
said. Those with access would be given a 
special code that would allow them to get 
ahead of other callers. 

Consumer groups are concerned that cus- 
tomers who expect to be able to use their 
phones in emergencies may get bumped off 
networks for priority users. But Steve Barrett, 
a program manager at NCS, says calls will 
not be dropped during high volume periods; 
priority calls will simply go through first. 

Barrett says he is confident the govern- 
ment and industry can reach an agreement 
on priority access so that the industry will 
not face federal mandates. 

Carrier response is mixed. Ritch Blasi, a 
spokesman for AT&T Wireless, says the 
company is “committed to supporting the 
government’s need for priority access.” 
James Fisher, a spokesman for Sprint PCS, 
says, “we're just trying to get a better un- 
derstanding of exactly where the govern- 
ment is going with this” before making any 
firm commitments. MH 


Government May Get 
NextWave Settlement 


ed to take about five days. 
As reported earlier by Wireless Week, 


Department for review, a process that is expect- 


improperly reclaimed and re-auctioned the 


licenses NextWave won at auction in 1996 after 


it declared bankruptcy two years later. 


laying off its employees and shutting down its 
network, has resumed operations. The company 
sent out a “confidential” e-mail to its cus- 


NextWave would walk away with about $5 bil- 
lion in the deal, and carriers that bid on 
NextWave’s spectrum licenses in a re-auction in 
January would regain them by paying the gov- 
ernment about $11 billion. 

Negotiations have been ongoing since a fed- 
eral appeals court ruled in June that the FCC 


tomers last week announcing that it had 
returned to business. The company’s customer 
service department on Friday confirmed 
MobileStar was in the process of turning its 
access points back on. 

MobileStar provides wireless Internet access 
in public hot spots using 802.11b technology. 


WirelessWeek 


A settlement in the NextWave Telecom Inc. 
case will soon be in the government's hands if 
it isn’t already, according to sources close to 
the negotiations. Parties in the talks were 
expected to sign off on the deal by Friday. It 
would then be presented to the FCC and Justice 


MobileStar Back Up 
And Running 


Wireless Internet service provider MobileStar 
Networks, which announced Oct. 10 that it was 
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Change Carries Higher Churn Risk 


BY MARGO MCCALL 

arching ahead with 
M major changes such as 

new billing systems or 
technology standards can yield 
substantial long-term results, 
but in the meantime the disrup- 
tion also can manifest itself in 
higher churn rates. 

Rural Cellular Corp. last week 
reported that its overall churn rate 
rose to 2.8 percent from 1.7 per- 
cent in the same quarter of last 
year, largely as a result of the 
company consolidating customer 
service centers, converting its 
billing system in the Northwest 
and “cleaning up” customer ac- 
counts. Churn in the company’s 
Northwest territory alone reached 
4 percent, a situation Rural Cel- 
lular hopes is only temporary. 

Western Wireless Corp. also 
is finishing off a year of massive 
change, including installation of 
a new billing system and con- 
version of its network from ana- 


log and TDMA to CDMA. The 
latter is blamed for poor network 
quality that resulted in the Belle- 
vue, Wash., carrier adding far 
fewer customers than expected 
in the second quarter. 

But now that those changes 
are in place, the company is be- 
ginning to rebound. Western 
Wireless added 41,000 net new 
customers in the third quarter 
and lowered its churn rate to 2.5 
percent from 2.65 percent in the 
previous quarter. 

Still, Western Wireless already 
is planning for another possible 
change a year or two from now: 
following Cingular Wireless’ 
GSM route to next-generation 
services. The company is talk- 
ing to vendors about costs and 
exploring whether it could take 
advantage of GAIT phones, 
which can roam between GSM 
and TDMA networks. “We think 
there’s a good business case for 
GSM,” says Western COO 


Mikal Thomsen. 

Triton PCS, which didn’t re- 
port any earth-shattering changes 
in its operating strategy, reported 
a stable churn rate of 1.95 per- 
cent in the third quarter, mark- 
ing the 10th consecutive quarter 
that Triton’s churn rate has 
stayed below 2 percent. 

Triton PCS CEO Mike Kalo- 
gris says a key to strong results 
is making sure the company 
signs up valuable customers. 
Nearly all of the Berwyn, Pa., 
carrier’s customers are postpaid 
and have passed credit screens. 
“If you don’t demand credit 
checks, subscriber dynamics will 
deteriorate,” Kalogris says. “We 
pay a little bit more for these 
subscribers, but they are good 
quality subscribers.” 

Triton, AT&T Wireless’ only 
remaining affiliate, estimates 60 
percent of its new customers 
come from other carriers. 

Sprint PCS affiliate US Un- 


Independent Wireless One 

© Net addition of 23,234 

© EBITDA loss of $7.4 million 

© Revenue of $32.2 million 

¢ Churn declined to 2.45 percent 
from 2.99 percent in year-ago 
quarter 


Rural Cellular Corp. 

¢ Net additions of 7,100 

© Net loss narrowed to $14.8 mil- 
lion 

e Revenue of $123.1 million 

¢ Churn rose to 2.8 percent from 
1.7 percent; ARPU declined to 
$65 from $68 


Triton PCS 
© Net addition of 57,152 


wired added more than 35,000 
subscribers and lowered its 
churn to 1.8 percent from 2.5 
percent in the same quarter of 
last year. Independent Wireless 
One, another Sprint PCS affili- 
ate, saw its churn decline to 2.45 
percent from 2.99 percent in the 
same quarter of last year. Dur- 
ing the fourth quarter, the com- 


© Net loss widened to $44 million 
© Revenue of $149.2 million 
¢ Churn rate was 1.95 percent 


US Unwired 

e Net addition of 35,107 

© Net loss narrowed slightly to 
$21.6 million 

¢ Revenue of $71.4 million 

¢ Postpaid churn rate was 1.8 per- 
cent 


Western Wireless Corp. 

© Net addition of 41,000 

© Net loss widened to $66.8 mil- 
lion 

¢ Revenue of $298 million 

© Churn was 2.5 percent; ARPU $65 


Source: Company Information 


pany plans to expand its network 
and launch three new markets. 
Now that it’s through its tran- 
sition period, Western Wireless 
reports that some of its former 
customers are returning. Unfor- 
tunately, it may be awhile until 
the rest come back, since many 
of them signed one-year con- 
tracts with other carriers. 
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> The 2.5G Innovative Convergence” (1.250) Platform 


If you want to get tomorrow's GPRS handsets out, get your hands on Motorola's 

2.5G Innovative Convergence” (i.250) platform. A GSM/GPRS platform enabling voice- 
centric or voice-data applications, it's just one of our comprehensive silicon-to-software 
solutions designed to let you make smart phones smarter, and sooner — helping you save 
up to a year in design and development. Want more info? 

Visit www.motorola.com/semiconductors 
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Samsung Seeks Bigger Market Share 


| 


BY PEGGY ALBRIGHT 

EW YORK—Samsung 
N Telecommunications 

America wants to get 
noticed. 

The Dallas-based vendor, a 
subsidiary of Korea’s Samsung 
Electronics Company Ltd., has 
decided the time is right to tell 
the industry how it is pushing 
| into new markets and beefing up 
its brand equity in the United 
States and abroad. It picked the 
Samsung technology summit 
here last week to do it. 

Already an acknowledged 
leader in certain CDMA network 
and handset markets, Samsung 
says it now is situated to move 
more heavily into GSM and 
GPRS, where it already has some 
business, and to work in UMTS 
as well. It also is considering 
whether to offer EDGE products. 


Samsung will add 
GSM and GPRS 
products to comple- 
ment its already well- 
known CDMA line. 


Samsung’s most clear-cut 
goals are in the handset market. 
It’s ambition: to break into the 
top tier by 2003. 

It doesn’t have far to go. By 
the end of the second quarter, ac- 
cording to data from the Strate- 
gis Group, Samsung was ranked 
fifth, with 6.4 percent global 
market share. That percentage 
put the company to within a sin- 
gle percentage point of the third 
and fourth place companies, Er- 
icsson and Siemens, which had 
7.2 percent and 6.8 percent of 
the market, respectively. Power- 
house Nokia held 35 percent of 
the market, with second place 
Motorola at 15.8 percent. 

Samsung thinks it can nudge its 


way into a top three slot because 
it focuses on feature-rich handsets 
for customers who want value- 
added services such as voice-acti- 
vated dialing, downloadable music 
and enhanced 911 functionality. 

It also is a leading CDMA 
handset vendor, poised to launch 
many |X products next year. By 
mid-2002, all of Samsung’s 
CDMA phones will run on 
CDMA2000 1X networks, and 
then it will move on to even 
more advanced CDMA options 
such as EV-DO, the data-only 
enhancement for 1X. 

Samsung is pushing into other 
technologies as well. This week 
it will begin shipping its “Class 
8” GPRS terminal, which it says 
will provide speeds of 50 to 60 
kilobits per second when re- 
ceiving data. The company 
hopes it will drive new business 
beyond CDMA. 

Samsung also aims to get a 
foothold in the GSM market 
worldwide. Although a latecom- 
er to GSM, Samsung has inked 
about 20 agreements to sell hand- 
sets to operators in Europe. It also 
is working with VoiceStream 
Wireless in the United States. 

The vendor believes it has an- 
other thing going for it: Its hand- 
set division is operating prof- 
itably, something only Nokia has 
been able to achieve. 

Samsung attributes some of its 
success to the way it works with 
carriers. For example, it conducts 
market research jointly with carri- 
ers to determine what types of de- 
vices and services the carriers’ cus- 
tomers want. Christopher Ambro- 
sio, an analyst at Strategy Analyt- 
ics, says Samsung is the only ven- 
dor he knows of that works with 
operators in that fashion. Strategy 
Analytics’ research also has found 
that the user interface on Samsung 
devices is popular with con- 
sumers—another key strength. 

Many of those devices have 
been popular at Sprint PCS, 
which has embraced some of 


Samsung’s cutting-edge hand- 
sets. “They have been a very 
progressive manufacturer and a 
great partner for us,” says Dan 
Wilinsky, Sprint spokesman. 
One possible weakness in 
Samsung’s strategy is in the con- 
tent arena. The company offers 
most Web browsing protocols 
and operating systems, but it has 
not charted a course that coor- 
dinates network, server and ter- 


minal features to deliver content 
to customers. “I was hoping that 
Samsung could at least sketch a 
thumbnail impression of what 
their plans are in that arena,” 
Ambrosio says of last week’s 
summit. “They didn’t.” He be- 
lieves any handset vendor that 
hopes to take a leading role will 
need that type of solution. 
Ozgur Aytar, an analyst at the 
Strategis Group, says Samsung’s 


move into GSM is timely and 
necessary, but considering the 
consolidation in the marketplace 
among handset vendors, she ex- 
pects the market will get more 
competitive. “An alliance with a 
company that has GSM 
strengths would make them 
reach their goals more easily, I 
would think,” she says. “[But] 
as they’re getting more compet- 
itive, everybody else is too.” Mi 


Fixed Wireless from page 1 


came just days after Sprint Corp. 
put its multichannel multipoint 
distribution services fixed wire- 
less business on hold while it 
waits for second-generation gear. 

The dwindling ranks of fixed 
wireless providers is unwelcome 
news for equipment vendors, 
many of which are struggling to 
keep their doors open and main- 
tain enough capital to develop 
next-generation gear intended to 
solve the line-of-sight issues that 
plague current equipment. With- 
out this upgraded technology, 
analysts say, the industry will 
never be able to compete head- 
to-head with DSL or cable. 

One prominent victim of the 
struggling market is Hybrid Net- 
works Inc. The company an- 
nounced Nov. | that it would re- 
duce its staff by 22 percent (15 
positions), lowering its operat- 
ing costs by about $500,000, so 
it could focus on second-gener- 
ation gear. Sprint, which owns 
about 18 percent of Hybrid, is 
the equipment maker’s largest 
customer. During the firm’s 
quarterly call with analysts, 
President and CEO Michael 
Greenbaum said Hybrid was 
dedicating its resources to de- 
livering a product that will meet 
Sprint’s requirements of being 
self-installable and providing 
better coverage. 

But not everyone is following 
Hybrid’s lead. Vyyo Inc., which 


sold much of its MMDS gear to 
WorldCom Inc., will not pursue 
non-line-of-sight equipment and 
instead will look for customers 
outside the United States for its 
existing first-generation gear. 
Executives with the company, 
which cut 75 percent of its staff 
in September, believe the mar- 
ket for NLOS systems isn’t 
strong enough for continued de- 
velopment. 

Like Vyyo, Spike Broadband 
also is targeting the overseas 
market for its fixed wireless gear. 
About 90 percent of the com- 
pany’s revenue comes from 
international clients. In Au- 
gust, Spike shipped its gear 
to Siemens ICN Denmark 
for use in Sonofon’s fixed 
wireless broadband net- 
work, which will cover 
about 95 percent of Den- 
mark’s population. But 
even international markets 
have proven challenging: 
Spike last week cut most of 
its workers and announced 
plans to seek a merger because 
of a dramatic slowdown in the 
Sonofon deployment. 

Some new vendors in this space 
are optimistic, however, that they 
have the answer to the NLOS 
problem and are bullish on fixed 
wireless’ future in the United 
States. SOMA Networks, which 
incorporates a cellular topology 
and vector orthogonal frequency 
division multiplexing into its 
equipment, says customers can 


2 


install its gear, thus eliminating 
costly installation charges. 

According to Mike Donnell, 
SOMA Networks’ senior vice 
president of corporate develop- 
ment, one problem with next- 
generation gear is that many 
equipment makers think all they 
have to do is solve the line-of- 
sight issues and few are focus- 
ing on self-installation. “The 
line-of-sight issue is related to 
self-install and self-provision- 
ing,” he says. “Companies need 
that to avoid the activation costs 
associated with turning 
up a new customer.” 

Positive thinking 
aside, most fixed 
wireless propo- 
nents say the recent 
announcements by 
Sprint and AT&T 
Wireless are negatively 
affecting consumer per- 
ception of the technol- 
ogy. However, some be- 
lieve that with DSL and 
cable modem adoption 
rates floundering, fixed wireless 
still has a chance if next-gener- 
ation technologies become com- 
mercially available next year 
and offer the ease of installation 
that customers have been des- 
perately seeking with broadband 
technology. 

“Tt’s not over yet,” says Peter 
Jarich, director of broadband re- 
search at the Strategis Group. 
“They just need to find a way to 
make it work.” 


PACKETS 


@ Palm CEO Carl Yankowski resigned his post, 
and Eric Benhamou, the company’s chairman, will 
serve in his place until a successor is found. 
Palm also announced it is in the final stages of 
an internal separation into two businesses, the 
solutions group, which designs handhelds, and 
the platform solutions group, which develops the 


operating system and licensing. 


@ The GSM Association and the WAP Forum 
formed a cooperative alliance to promote interna- 
tional standardization over the next three years. 
Robert Brown was named CEO of the WAP Forum, 
replacing former CEO Scott Goldman. 

@ In a surprise announcement, British 
Telecommunications plc says its financial direc- 
tor, Philip Hampton, will leave the company at the 


end of November 2002. The company earlier 


announced its CEO, Sir Peter Bonfield, would leave 
at the end of January. BT reported a net loss of 
$2.17 billion for its second quarter due to a write- 
down of its Concert joint venture with AT&T Corp. 
® Motorola will triple its investment in China to 
$10 billion over the next five years and double 
its production there. The company’s investment 
will reach $10 billion by 2006. Still, the company 


will cut another 7,000 jobs elsewhere, bringing 


its total for the year to 32,000. Ericsson also 
plans to double its investment in China to $5 
billion in five years. 

@ NTT DoCoMo made its first dip into the red 
with a $229.2 million loss for the first half of 
the year, due primarily to an extraordinary loss 
on its stake in KPN Mobile N.V. The company’s 
i-mode service increased its revenue 18 percent 


from the year earlier. 
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— Lawsuit Challenges FCC’s Re-Auction Results 


BY ALLYSON VAUGHAN 
ASHINGTON—The bat- 
tle over NextWave Tele- 
com Inc.’s spectrum li- 

censes is the most infamous dis- 


jury in California, which is tra- 


ditionally sympathetic to diver- 
sity issues. TPS contends that 
state court is a proper venue be- 
cause Alaska Native won li- 


TPS also is asking the FCC not 
to give Alaska Wireless the li- 
censes. The request currently is 
under consideration, says Meri- 
beth McCarrick, a spokeswoman 


Lawyers for AT&T Wireless 
could not be reached for com- 
ment. 

In addition to AT&T Wireless 
and Alaska Native Wireless, 


smaller entities in the auction. 
Cingular Wireless loaned money 
to Salmon PCS for its bidding 
and VoiceStream Wireless 
backed Cook Inlet. Both won li- 
censes in the auction. There is 
no similar litigation pending 
against Cingular or VoiceStream, 


pute resulting from the FCC’s in the FCC’s wireless bureau. 
C-Block re-auction in January. 
Lesser known but just as con- 
tentious are claims from small 
businesses that allege they were 
prevented from participating 
equally with the industry giants. 
Among them is TPS Utili- 
com Services Inc. The compa- 
ny is seeking to have its claim 
against AT&T Wireless and 
Alaska Native Wireless, which 
won licenses with AT&T’s 
backing, heard in a California 
state court. 


censes for Los Angeles. other large carriers also backed the companies say. 
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The FCC set aside bidding 
credits for small, rural and mi- 
| nority-owned companies to par- 
ticipate in the auction. TPS alleges | 
that AT&T Wireless deceptively 
got those credits by bidding 
through Alaska Native Wireless. 
As aresult, TPS says, prices were 
raised beyond what many small- 
er bidders would be able to pay. 
In court papers, TPS alleges 
that through AT&T’s “corporate 
shenanigans” and “masquerad- 
ing as Alaska Native,” AT&T 
Wireless got licenses and be- 
| came “unjustly enriched” 
through unlawful, unfair and 
anti-competitive means. ~ 
TPS, which is trying to pro- | xX , ; ates E ; Quality 
| vide telecom service on Indian = | > | — | 2 i Ke 
reservations in upstate New 
York, claims it was pushed into w i es (os ~ 
bidding $12 million to win four | “a i i . iz : : te ‘ Reliability 
licenses, $5 million more than it : . = 
should have had to pay. It is 
seeking $375 million-the esti- | 

mated savings that AT&T Wire- 

less snared by acquiring licens- 

es at closed auction—and $677 
million in punitive damages. 

“TPS paid way more than [it] 

would have if AT&T had not 

forced its way into the auction,” 

says Brian Brooks, an attorney 

at O’Melveny and Myers in 

Washington, which is represent- 

ing the plaintiff. 
Observers speculate TPS 
would find a more sympathetic 
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Aerie Networks To Revive Ricochet Service 


BY BRAD SMITH 
erie Networks, a Denver 
A ecrve that failed in its 
plans to build a nation- 


wide fiber-optic network, paid 
pennies on the dollar for the as- 


sets of bankrupt wireless Inter- 
net provider Metricom Inc. and 
promises to revive the technol- 
ogy using another business plan. 

Aerie, which has 45 employees, 
paid $8.25 million for Metricom’s 


assets, which were valued at $1 bil- 
lion, and plans to have portions of 
Metricom’s old Ricochet network 
up in the next few months. Not in- 
cluded in the sale was Metricom’s 
spectrum, valued at $50 million, 


which isn’t necessary to Aerie’s 
plans because Ricochet operates 
over unlicensed spectrum. 

The company will pursue dif- 
ferent markets and use a different 
partnering strategy than Metricom, 
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which struggled to draw a broad 
audience in the 17 cities it served. 
Metricom had 51,200 subscribers 
for its 128-kilobit-per-second wire- 
less data network when it declared 
bankruptcy July 2. Its assets were 
put up for auction Aug. 16. 

Mort Aaronson, Aerie’s pres- 
ident, says the company will re- 
launch Ricochet initially in Den- 
ver and the San Francisco Bay 
area. Denver is Aerie’s home and 
San Francisco houses more than 
half of Ricochet’s subscribers. 

Aaronson’s long-range plan 
may or may not include the other 
15 cities where Metricom pro- 
vided services. He says Aerie 
will go after small and medium- 
sized cities that are underserved 
by regular broadband access. 
Aerie will seek partners in those 
cities, including possibly city 
governments, public utilities or 
other service providers. 


“The product is 


first and foremost 
broadband 
access—not mobility.” 


According to Aaronson, Met- 
ricom’s assets include enough 
unused inventory that Aerie can 
build out a network at least dou- 
ble the size of Metricom’s pre- 
bankruptcy footprint. Aaronson 
says many of Metricom’s prob- 
lems stemmed from its tactic of 
targeting mobile users, which 
forced it to build a ubiquitous 
network in each market just to 
serve a small number of cus- 
tomers. “The product is first and 
foremost broadband access,” 
Aaronson says, “not mobility.” 
Metricom also used mass-mar- 
ket advertising, including televi- 
sion spots, “to communicate with 
that needle-in-the-haystack user.” 

Another reason Metricom 
failed, Aaronson says, was its 
monthly charges were relative- 
ly high, ranging from $69 to 
$79. Aerie will lower that, al- 
though exact pricing hasn’t been 
established yet. 

Aaronson says Aerie, which is 
privately held, purchased Metri- 
com’s assets with its own cash and 
will not need additional funding 
in the short term. The company’s 
financing will last another year un- 
less it becomes aggressive in its 
rollout plans for Ricochet, he says. 

Will Ricochet still be the name 
of the service? Aaronson isn’t 


saying yet. 
WirelessWeek 
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Raytheon-Systemonic speed Ahead 


BY MARGO MCCALL 

emiconductor startup Sys- 
Se is getting some 

help from a big gun— 
defense contractor Raytheon 
Co.—in its battle for a piece of 
the burgeoning 802.11a chip 
market. 

Raytheon’s commercial elec- 
tronics business is giving Syste- 
monic control of its radio-fre- 
quency products and intellectu- 
al property in exchange for an 
undisclosed stake in the compa- 
ny. The partnership plans to in- 
troduce its first chipset early next 
year, matching Raytheon’s 
chipset with Systemonic’s 
HiperSonic baseband integrated 
circuits. The combined four-chip 
set, which will be marketed as 
Tondelayo, promises speeds of 
54 megabits per second at dis- 
tances of up to 100 feet, as well 
as interoperability with other 
standards that may be adopted 
in the future. 

The partnership’s foray heats 
up the competition in the 
802.11la space. Atheros Com- 
munications Inc. of Sunnyvale, 
Calif., this summer became the 


first company to start shipping 
802.11a chips, and Resonext 
Communications Inc. recently 
introduced its two-chip set, one 
that features flexible media ac- 
cess control, or MAC, which al- 
lows the product to be modified. 

There also are a host of 
802.11b vendors, including 
Agere Systems Inc. and Intersil 
Corp., that could switch over to 
the “a” standard once it begins 
to take off. With speeds up to five 
times faster than the 802.11b 
standard that currently dominates 
the wireless local area network- 
ing market, many see 802.1 1a as 
the primary candidate to over- 
take both 802.11b and possibly 
even third-generation wireless 
technologies. Because it operates 
on the 5 GHz frequency band, 
rather than the 2.4 GHz band that 
cordless phones and Bluetooth 
devices use, 802.11a should en- 
counter less interference. 

The market for WLAN chips, 
forecast to reach about $1 bil- 
lion by 2006, currently is driven 
by 802.11b technology but is 
forecast to move toward 802.11la 
by 2003, according to Allied 


The race into the 
802.11a market is on, 
and Systemonic says it’s 
ahead of the curve. 


Business Intelligence. 

Navin Sabharwal, vice presi- 
dent of residential and network- 
ing technologies at ABI, says Sys- 
temonic always had a good base- 
band solution but was lacking in 
the RF department. “This is a 
good move for them,” he says. 


Credit Card Companies Create 
M-Commerce Consortium 


A number of major credit card companies are 
joining forces with the goal of enabling secure, 
seamless, user-friendly mobile payment solutions. 

American Express Co., JCB Co. Ltd., MasterCard 
International and Visa International last week 
announced the creation of the Mobile Payment 
Forum, whose aim is to prepare people for mobile 
commerce. In cooperation with wireless companies 
and third-party developers, the forum will develop 
a framework for standardized, secure mobile pay- 
ments. The forum also expects to focus on issues 
such as technology interoperability, passwords, 
cardholder authentication and encryption methods. 


Consumers use credit cards for about 93 percent 


of online commerce, or e-commerce, according 
to the consortium. 

Recently, the Yankee Group, a Boston-based 
high-tech market research firm, predicted that by 
2006, 50 million U.S. consumers will be using their 
wireless phones to authorize payment for premium 
content and physical goods. According to the com- 
pany’s Oct. 31 report, “Mobile Payments: What Are 
They Worth,” U.S. consumers will spend about $15 
billion by clicking a button on their mobile devices. 

M-commerce is expected to dent the overall 
payment mix by 2006, accounting for 3 percent 
of all noncash, electronic payments, analysts say. 


—By Deborah Méndez-Wilson 


Still, the Raytheon-Systemon- 
ic partnership will face compe- 
tition from more than a dozen 
other companies preparing to 
come out with 802.1 1a chips, as 
many as half of them in the first 
or second quarters of next year. 
Besides Atheros—the only ven- 
dor currently producing such in- 
tegrated circuits—there is Cisco, 
which will use 802.11a chips 
produced by Radiata, a company 
it acquired last year, for use in 
Cisco WLAN products. Intersil, 
which currently commands 60 
percent of the 802.11b market, 
also will likely be a force to be 
reckoned with. Sabharwal iden- 
tifies Envara, Philips, IceFyre, 
Broadcom Corp., Cambridge Sil- 
icon Radio and National Semi- 
conductor Corp. as other poten- 
tial competitors. 

Raytheon, a $16.9 billion com- 
pany that makes everything from 
aircraft and avionics to infrared 
devices and optical equipment, 
hopes to use the partnership to ex- 
tend its reach into wireless tech- 
nology. Systemonic, a 2-year-old 
San Jose, Calif., company that 


emerged from four years of re- 
search at the University of Dres- 
den in Germany, will benefit from 
Raytheon’s RF technology and 
also will resell Raytheon’s power 
amplifier solution. The partner- 
ship caps nine months of discus- 
sion about how to integrate the 
companies’ technologies. 


The Raytheon- 
Systemonic 
partnership will face 
competition from 
more than a dozen 
other companies. 


Systemonic hopes to differen- 
tiate itself first by actually hay- 
ing a product on the market and 
secondarily by making sure the 
product operates well at the 
specified speeds and distances. 
“The race is on,” says Ruediger 
Stroh, Systemonic’s CEO, “and 
we're ahead of the curve.” 
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ICO Merger A No-Go 


ICO Global Ltd., the satellite holding compa- 
ny formed by industry vetern Craig McCaw, is 
calling off its merger with New ICO Global 
Communications Ltd. 

The Kirkland, Wash.-based ICO Global Ltd. in 
May proposed that ICO and Teledesic merge 
with ICO Global Communications. Bellevue, 
Wash.-based Teledesic is developing a global 


broadband satellite communications network. 
London-based ICO is building a satellite system 
to offer voice and medium-speed wireless 
Internet services. 

McCaw says the merger was called off to 
give ICO and Teledesic the independence they 
need to remain flexible in the current market. 
Both companies will continue with their busi- 
ness plans. McCaw didn’t rule out a merger in 
the future. 


Qualcomm Receives 
Custody Of Wireless 
Knowledge 


The three-year-old marriage between 
Microsoft and Qualcomm that created Wireless 
Knowledge ended in a friendly divorce last 
week. Microsoft gave up its holdings in Wireless 
Knowledge, which in turn became a subsidiary 


of Qualcomm. Wireless Knowledge says the 
move will allow it to accelerate the adoption of 
next-generation mobility products for enterpris- 
es by using CDMA2000 and wideband-CDMA 
networks. The company has changed its focus 
several times since it was founded in 1998, ini- 
tially offering a remote-access service for enter- 
prises called Revolv that was run out of an 
operations center. It later turned to a server- 
based software platform called Workstyle. 
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Lucent Details Its Future 


BY BRAD SMITH 

DGE is dead, at least for 
Fe scsn In a conference 
call with analysts and re- 
porters last week, Lucent Mo- 
bility Solutions President Jim 
Brewington said the infrastruc- 
ture vendor has no plans to pro- 
vide products using EDGE tech- 
nology, which advocates say has 
the potential to offer wireless 
data access speeds of up to 384 

kilobits per second. 
Brewington says Lucent’s 
customers outside the United 
States have indicated no interest 
in EDGE. Two of the company’s 
U.S. customers—AT&T Wireless 
and Cingular Wireless—have an- 
nounced plans to use EDGE as 


their migratory path to third-gen- 
eration services. But both com- 
panies have announced contracts 
with other vendors, including 
Nokia, Ericsson and Siemens, as 


GSM, GPRS and then EDGE. 
Brewington says Lucent will 
focus instead on CDMA2000 
and UMTS markets, which it be- 
lieves will account for two-thirds 


Lucent will skip EDGE and instead focus on 
CDMA2000 and UMTS markets, which it 
believes will account for two-thirds of carner 
infrastructure spending. 


they transition their networks 
first to 2.5 generation. Lucent 
does have existing TDMA con- 
tracts with both carriers, but both 
carriers are changing their air in- 
terfaces over several years to 


of carrier infrastructure spending. 

Bill O’ Shea, president of Bell 
Labs and Lucent’s executive 
vice president for corporate 
strategy and business develop- 
ment, says Lucent considers it- 


YOUR CUSTOMER IS MORE THAN JUST A BILL. 


Ea 


Since your customer is more than just a bill, you need more than just 

a convergent billing solution to effectively manage customer relationships. 
Sentori billing and customer care solutions give you control over the 
entire customer management process. Now, you can leverage customer 
intelligence to develop profitable relationships for the long term, using 
the power of Sentori to gain billing efficiency, reduce operating costs and 
increase profit. Get to know your customer and get to know a better way 


of doing business. www.sENToRI.com 


WirelessWeek 


self the world leader in spread 
spectrum technology, the 
essence of CDMA, and the 
company will leverage that ex- 
pertise in developing new wire- 
less products. 

Among those targeted for 
2002 release are a new version 
of its SoftSwitch; its OneBTS 
upgrade for Flexent base sta- 
tions, which can be used for 
cdmaOne, CDMA2000 and 
UMTS; and a Super HLR (home 
location register). 

Analyst reaction to Lucent’s 
announcements, which also cov- 
ered the progress of its reorga- 
nization announced in August as 
well as its wireline strategy, were 
mixed. Some said they were 
pleased with Lucent’s candor 
about its roadmap, but at least 
one, Nikos Theodosopoulus of 
UBS Warburg, cut his estimates 
of Lucent’s earnings for 2002 
and 2003. 

Theodosopoulus says he now 
expects Lucent to lose 36 cents 
per share in fiscal 2002, com- 
pared with his earlier estimate 
of 30 cents. He also cut his fis- 
cal 2003 estimate to a gain of 5 
cents a share vs. his earlier esti- 
mate of 15 cents. The compa- 
ny’s stock rose slightly after the 
call but then fell back to pre- 
announcement levels of around 
$7 a share. 

Brewington says Lucent is 
forecasting that by 2006 carriers 
globally will spend $95 billion 
on network infrastructure and 
that 65 percent of that will be on 
3G products. That’s why Lucent 
will focus its attention on those 
products, although it will sup- 
port GPRS as well. 

Lucent also will focus on 


“data-first’” products because al- 
though voice currently accounts 
for 95 percent of network traf- 
fic, voice is becoming a com- 
modity and carriers will need 
new revenue that data will pro- 
vide, Brewington says. 

Lucent also expects some con- 
solidation among network oper- 
ators, with the top 30 carriers 
controlling 80 percent of infra- 
structure spending. 

Brewington says Lucent is 
now helping carriers such as Ver- 
izon Wireless and Sprint PCS 
roll out their CDMA2000 1X 
networks and will introduce its 
1X EV-DO (data-only) high- 
speed products in April 2002. 

The company’s first UMTS 
data-first market product will be 
launched in June 2002, followed 
by UMTS voice/data products 
by the end of the year. Lucent is 
targeting the fourth quarter of 
2003 for the first products using 
the CDMA2000 1X EV-DV 
data and voice standard. 


Qualcomm Misses Estimates 


Qualcomm blamed falling sales in Latin America and lower interest 
payments from Mexican operator Pegaso for earnings that were 2 cents 
per share lower than analyst expectations. The San Diego CDMA technol- 
ogy company last week reported earnings of $186.1 million, or 25 cents 
per share, for the September quarter and warned that earnings in the 
December quarter will be 21 cents to 24 cents per share, less than the 
25 cents per share expected by analysts. 

CEO Irwin Jacobs said the company’s business units, including tech- 
nology and wireless semiconductors, still met their profit targets in the 
September quarter. The technology licensing unit issued 16 new licenses, 
including seven in China, and extended 24 existing licenses for wide- 
band-CDMA. Despite its lowered forecast for this quarter, Qualcomm 
management anticipates strong growth in the second half of next year 
as Carriers begin to embrace next-generation technologies. Sales of 85 
million to 95 million CDMA phones are projected for 2002. 

Qualcomm officials also revealed that they have hired an adviser to 
help Pegaso find a buyer or raise cash. Because Qualcomm last quarter 
stopped accruing interest on loans to Pegaso, Qualcomm’s interest 
income was $30 million less than last year. 


—By Margo McCall 
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Tower Companies Report Growing Losses 


BY MARGO MCCALL 

ower operators last week 
ik tried to reassure investors 

that site-leasing trends re- 
main on track. But investors ap- 
parently got the wrong mes- 
sage—focusing instead on the 
companies’ widening losses 
and lowered projections for 
next year’s tower builds and ac- 
quisitions. 

Shares of American Tower 
Corp. plunged more than 35 
percent after the company an- 
nounced it would restructure its 
tower development unit and 
build substantially fewer sites 
next year. SpectraSite Commu- 
nications Inc. shares fell 7 per- 
cent after that company report- 


ed it would put off completion 
of its leasing agreement with 
SBC Communications Inc. 
Crown Castle International 
Inc.’s stock dipped 8 percent as 
it reported the loss of some 
leases from the bankrupt Met- 
ricom Inc. And shares of SBA 
Communications Inc., which 
doesn’t report its financial re- 
sults until this week, fell by 
nearly 20 percent, even though 
it reaffirmed its guidance. 

The declines illustrate the sec- 
tor’s ongoing battle to assure in- 
vestors that tower fundamentals 
remain strong. Although tower 
companies’ service revenues 
have taken a hit, lease-up rates 
remain on target, boosted by 


wireless carriers’ concerns over 
improving network quality and 
capacity in light of the contin- 
ued surge of new subscribers. 

“There’s a lot of confusion out 
there,” says Bill Burns, a tower 
analyst with Johnson Rice, who 
attributes the dip in share prices 
to feelings of uncertainty. “We 
see the demand in terms of sub- 
scribers and [minutes of use], 
but I don’t see the carriers open- 
ing the purse strings on the cap- 
ital budgets.” 

Tower operators, meanwhile, 
are doing anything but opening 
their purse strings. It is the drive 
to stash cash and deleverage 
that’s behind their strategies to 
restructure operations and prune 
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Third-Quarter Results 


American Tower Corp. 


© Net loss of $124.9 million was triple that of 03. 2000 
¢ Revenue of $296 million, up from $209 million in Q3 2000 


© Same-tower revenue growth was 21 percent seri 
Built 295 new towers and acquired 591, _ enaing the quarter with es vie: 


13,000 sites 


e cae 4, = new tenants for broadband equivalent of 0.41 


Crown Castle international Inc. 
¢ Net loss of $110.3 million was nearly double that of Q3 2000 

¢ Revenue of $218.4 million, up from $174. 6 million in @B 2000 
‘© Tower cash flow of $79. 8 million was up. 34 perce the y 
* Built 259 new tov ers, ‘ending quarter with 1 
* Added 1 $16 ne tenants fe for BBE E of 0.40. 


building and acquisition plans. 
With capital markets closed, op- 
erators are trying to make do 
with reserves on hand until they 
reach positive cash flow. SBA 
Communications figures it will 
reach positive territory by early 
2003. Crown Castle and Spectr- 
aSite both estimate they will hit 
that point in 2004. 

With half of its revenue com- 
ing from services, SpectraSite is 
especially vulnerable to a soft- 
ening of the lucrative but volatile 
services arena. To give itself 
extra flexibility in light of de- 
clining service revenue, Spectra- 
Site last week took a number of 
actions, including cutting its 
new-build program, reworking 
its $1.3 billion agreement with 
SBC and renegotiating the 
covenants on its credit facility. 

The company will build only 
300 to 350 towers next year, 
mostly for Cingular Wireless. 
That contrasts with the 2,000 
towers SpectraSite built for Nex- 
tel Communications Inc. over 
the past two years. As a result, 
the company will reduce the size 
of its tower development group 
and take a fourth-quarter charge 
of $15 million to $25 million to 
make up for severance pay, of- 
fice closings and the termination 
of work in progress. 

Instead of subleasing 3,900 
sites from SBC, SpectraSite will 
sublease only 3,600 and it will 
delay completion of the agree- 


ment until 2004. However, it will 
begin receiving collocation rev- 
enue on the 3,600 towers begin- 
ning next February. SpectraSite 
will pay SBC $35 million to 


change its agreement. “Ts it worth 
it? Absolutely,” SpectraSite CEO 
Steve Clark told analysts. “The 
flexibility we now have in our 
capital structure and the increased 
liquidity are invaluable.” 

In the past, a failed acquisition 
might be seen as a black mark 
against a company. But rather 
than a failure, the Italian gov- 
ernment’s nixing of Crown Cas- 
tle’s purchase of Italian broad- 
casting subsidiary RaiWay 
means a return of Crown Cas- 
tle’s $380 million escrow de- 
posit. Crown Castle expects to 
build 225 to 275 towers in the 
fourth quarter and plans capital 
expenditures of between $150 
million and $200 million. 

American Tower, meanwhile, 
will take a charge of $41 million 
to $44 million over the next two 
quarters as it embarks on a re- 
structuring campaign expected to 
yield savings by the second half 
of 2002. The halting of con- 
struction in progress accounts for 
three-quarters of the write-off. 
The remainder comes from of- 
fice closings and employee sey- 
erance costs. American also has 
adopted stricter guidelines for 
evaluating site acquisitions and 
expects to limit its tower pur- 
chases throughout 2002. 
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Arch Extends Consumer Strategy With Hotmail 


BY DEBORAH MENDEZ-WILSON 

n estimated 60 million Americans 
Ae: MSN Hotmail e-mail ac- 

counts. Now, through a partner- 
ship involving Microsoft’s MSN Inter- 
net services, Arch Wireless Inc. and Mo- 
torola, they can take their Hotmail with 
them wherever they go. 

The new service offering—which in- 
cludes a Motorola T900 two-way mes- 
saging device with MSN Hotmail-brand- 
ed service—aims to increase consumer in- 
terest in wireless e-mail, especially among 
18-to-35-year-olds. 

“One of the things the three companies 
wanted to do is to deliver a low-cost, sim- 
ple-to-use, two-way messaging device 
that consumers could benefit from today,” 
says Arch spokesman Chet Lasell. 

The initiative is part of a broader, years- 
long strategy by the nation’s three major 
ReFLEX networks—Arch, WebLink Wire- 
less Inc. and SkyTel Communications 
Inc.—to expand their service offerings be- 
yond the increasingly unprofitable one- 


way paging business. All three have begun 
offering next-generation messaging solu- 
tions, including wireless e-mail capabil- 
ities, over their networks. 


The partnership will attempt 
to penetrate markets that 
might not be interested in 

more business-onented 
wireless messaging services. 


WebLink offers America Online Inc. 
users wireless access to their e-mail ac- 
counts. SkyTel, meanwhile, offers busi- 
ness users BlackBerry service and Re- 
search In Motion Ltd. handheld devices. 

Through their partnership—which was an- 
nounced earlier this year—Arch, Motorola 
and MSN will attempt to penetrate markets 
that might not necessarily be interested in 


more business-oriented wireless messag- 
ing services or willing to wait for the voice- 
data, third-generation offerings that wire- 
less phone companies have in store. 
Lasell says the Hotmail offering is “the 
first shot across the bow” of Arch’s strat- 
egy to put simple, low-cost wireless mes- 
saging devices into consumers’ hands. 
Hotmail users can buy a Motorola T900 
two-way messaging device for about $60, 
after a mail-in $100 rebate, through the 
end of the year. Monthly service over 
Arch’s network will cost about $20. 
Lisa Gurry, product manager on Mi- 
crosoft’s MSN team, says the Hotmail of- 
fering will extend MSN services to any de- 
vice and leverage the handset and network 
technology developed by Motorola. The 
MSN Mobile service, introduced two years 
ago, gives subscribers access to news, 
weather, sports and other information from 
any wireless device. 
Arch’s new focus on consumer-orient- 
ed services seems to be helping the com- 
pany’s financial situation. Arch reported 


earnings before interest, taxes, deprecia- 
tion and amortization, or EBITDA, of 
more than $63 million for the third quar- 
ter, a 7 percent increase over the year-ago 
period. Most of those earnings still stem 
from Arch’s one-way messaging business, 
but it was the first quarter the company 
reported positive EBITDA from its two- 
way business. 

Arch’s third-quarter net losses to com- 
mon stockholders were $96 million, or 52 
cents per share, compared with $66 mil- 
lion, or a dollar a share, in the year-ago 
period. 

Net revenue from one-way messaging 
declined in the third quarter to $246 mil- 
lion, down from the second quarter’s $273 
million. In contrast, net revenue from 
Arch’s two-way messaging business rose 
29 percent to $25 million. 

During the third quarter, the company lost 
856,000 one-way messaging customers, but 
still had 9.4 million one-way messaging 
units in service. Arch also had 329,000 two- 
way wireless units in service. 
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BY MARGO MCCALL 

t U.S. Cellular, employ- 

ees working in the com- 

pany’s call centers are en- 
couraged to imagine the smiles 
on customers’ faces. And if a 
customer wants a high-level an- 
swer to a problem, he or she oc- 
casionally will end up talking 
to CEO Jack Rooney himself. 


U.S. Cellular Corp. 


e Eighth-largest wireless carrier with 3.4 


million customers 
e Based in Chicago 
e Manages systems in 146 markets 


e Publicly traded subsidiary of Telephone 


and Data Systems Inc. 


e Nearly 3,000 cell sites in operation 
e Market penetration of 13.2 percent report- 
ed for third-quarter 2001, up from 11.6 


percent in the year-ago quarter 


e Average revenue per user of about $48 
reported for third-quarter 2001, down from 


$51 in the year-ago quarter 


e Postpaid churn of 1.8 percent reported for 
third-quarter 2001, the same as third-quar- 


ter 2000 


e Cost per gross addition of $285 reported 
for third-quarter 2001, down from $321 in 


the year-ago quarter 


Source: Company Information 


In an age of boiler room call 
centers and automated call pro- 
cessing, such attention to cus- 
tomer service may sound quaint 
| and old-fashioned. But it’s a tra- 
| dition that’s evolved over the 
Chicago company’s nearly 20- 
year history, and one that’s cred- 
ited with giving U.S. Cellular a 
1.8 percent churn, or “defec- 
tion,’ rate that is among the low- 
est in the industry. 

Making sure its 3.4 million 
customers come first is some- 
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thing dear to Rooney’s heart. “I 
think U.S. Cellular has always 
had a tradition of trying to be at- 
tentive to customers,” says 
Rooney, who became U.S. Cel- 
lular’s president and CEO in 
April 2000. “But I have done a 
lot to emphasize that that’s how 
we're going to run the company 
and excel in the marketplace.” 

His emphasis on 
customers is in keep- 
ing with the decade 
Rooney spent at 
Ameritech, including 
four years supervis- 
ing sales and market- 
ing, customer ser- 
vice, finance and call 
center operations in 
its consumer services 
division. 

To maintain its cus- 
tomer service com- 
mitment, U.S. Cellu- 
lar recently installed a 
rate plan analyzer to 
help customers figure 
out if they’re on the 
right plan or not. The 
company also is reno- 
vating its more than 
300 retail stores to 
provide better services 
and will probably add 

more retail stores once 
it closes on the properties on 
which it bid in the January spec- 
trum re-auction. U.S. Cellular 
also is upgrading its five call 
centers in Knoxville, Tenn.; 
Tulsa, Okla.; Milwaukee and 
Madison, Wis.; and Cedar 
Rapids, Iowa. It’s from those 
centers that customer service 
reps routinely call sub- 
scribers—especially those on 
older plans—to make sure they’re 
happy with their service. 

One of Rooney’s biggest pet 


With U.s. Cellular, 
Customer Is No. 1 


peeves is companies rolling out 
new products before they’re 
ready. The result of that practice, 
he says, can be extremely dis- 
ruptive—both to customers and 
the industry. After offering prod- 
ucts that don’t really work, car- 
riers have little choice but to 
begin offering them for free, and 
all that does is get subscribers 
accustomed to receiving some- 
thing for nothing. 

Not only does Rooney take 
calls from customers—including 
an Oklahoma woman who 
reached him at his home last 
week to resolve a billing 
issue—but he reads their letters 
and visits them in stores. 


U.S. Cellular’s Jack Rooney: Making sure the carrier's 
3.4 million customers come first. 


He says he’s more interested 
in being effective than efficient. 
For example, those working in 
customer service are “behav- 


iorally coached” to inspire “cus- 
tomer delight,” rather than to 
complete the calls in under seven 
minutes. “Our noble goal is to 


Lightbridge Wireless Indicators 
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A recent analysis of prepay 
account activations in Latin 
America, obtained from a represen- 
tative sample of carriers, shows a 
continued growth trend. From May 
2001, prepay account activations 
grew 35 percent to June 2001, 48 
percent to July 2001 and 63 per- 
cent to August 2001. Continued 
growth in this segment could be 
attributed to several factors, some 
of which are related to enhance- 
ments in prepay offerings such as 
new replenishment options, calling 
party pays, more sophisticated 
technology to support e-mail and 
news services and aggressive pro- 
motions. Market changes such as 
new customer segments (i.e. stu- 
dents, teenagers, travelers), cus- 
tomer desire for new alternatives 
and transition from post-pay to 
prepay service may also contribute 
to the current growth. 


Latin America Prepay 


Account Activation Growth 


70% 


60% 


Percentage Growth In Prepay Account Activations — 


June 2001 


July 2001 — 


August 2001 


BRIEFS 


@ Space Data Corp., a Phoenix company 
that plans to use weather balloons to fill 
coverage holes in rural areas, is spending 
$4.2 million for 1.4 megahertz of nation- 
wide narrow-band PCS spectrum in the 
900 MHz band. The company intends to 
function as a “carrier's carrier.” 

@ Denver-based Digital Reliance Inc. 
has come out with a rate optimiza- 


tion technology intended to help 
businesses save 25 percent or more 
on cellular expenses. The proprietary 
software analyzes more than 5,000 
rate plans to maximize savings. 

@ GlobalLocate Inc., a San Jose, 
Calif., developer of assisted GPS tech- 
nology for wireless devices and net- 
works, closed a $12 million second 
round of funding led by Firsthand 


Capital Management Inc. The addi- 
tional financing brings the company’s 
funding to $22 million. 

@ Datavision-Prologix, a Warminster, 
Pa., systems integrator of enterprise- 
wide wireless systems, automatic data 
management and mobile computing, 
is partnering with ReefEdge Inc. to 
offer wireless local area network secu- 
rity, subnet mobility and network 


scalability to Fortune 2000 clients. 
@ Norman Gaut, former CEO of 
PictureTel Corp., has been named to 
the board of directors of First Virtual 
Communications Inc., a Santa Clara, 
Calif., provider of integrated media 
solutions for networks. 

@ LCC International Inc., a wireless 
voice and data turnkey technical con- 
sulting services provider, reported rev- 


enue of $34.3 million in the third 
quarter, a 16 percent increase over the 
previous quarter, but down 16 percent 
from third-quarter 2000. Net income 
was $14 million compared with $1.9 
million in the year-ago quarter. Of that 
$14 million, $13.4 million is the after- 
tax result of the sale of several compa- 
ny assets, primarily investments in 
NextWave Telecom Inc. 
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make the customer happy,’ he 
says. “It gives you a reason to 
get up in the morning.” 

In an industry where most 
wireless carriers are inordinate- 
ly focused on growth, U.S. Cel- 
lular appears more intent on pro- 
ducing long-term customer loy- 
alty. Evidence that the strategy 
is paying off can be seen in a rel- 
atively stable churn rate. Still, in 
recent quarters, the company has 
not attracted as many new cus- 
tomers as it expected and that 
does cause concern. 

In the third quarter, the com- 
pany signed up 85,000 new cus- 
tomers, about 20,000 less than 
in the same quarter of last year. 
U.S. Cellular normally would 
expect to add 150,000 to 
160,000 new customers in the 
fourth quarter, which takes in the 
busy holiday shopping season, 
but this year that kind of growth 
is questionable. 

“We're very concerned about 
whether we'll reach that kind of 
level,’ Rooney says. “Right now 
the malls are empty. What I sense 
in the economy right now is a 
lethargy, even in those not di- 
rectly impacted by the layoffs.” 


Thomas Friedberg, an inde- 
pendent analyst, says in light of 
the company’s scant strategic al- 
ternatives, Rooney has no 
choice but to focus on customer 
service. The company—which 
Friedberg recently downgrad- 
ed—is hampered by its past rep- 
utation as a “roamer robber,” an 
outfit that bought markets on the 
edge of other carriers’ territories 
just to extract roaming revenue, 
and a cash cow for the Carlson 
family. LeRoy Carlson and his 
sons, Walter and LeRoy Jr., sit 
on both the boards of U.S. Cel- 
lular and its parent company, 
Telephone and Data Systems 
Inc. Walter Carlson’s law firm, 
Sidley & Austin, also routinely 
provides legal services to both 
companies. 

Friedberg says he downgrad- 
ed U.S. Cellular because it’s 
been unable to demonstrate 
“economy of scale” in the cost 
of its services. The company, he 


adds, also is unlikely to acquire 
other wireless properties or be- 
come an acquisition target. 
The carrier is working now 
with vendors to hammer out a 
technology choice for third- 
generation networks. Two- 
thirds of its network uses 
TDMA, which Rooney calls “a 


dead technology,” and the re- 
maining third uses CDMA. 
Rooney says he hopes to reach 
a final decision by year’s end. 

Larger carriers are struggling 
with what Rooney calls a “‘tele- 
com utility” legacy. “They did 
not have to know anything about 
their customers. The product mix 


was like when your parents told 
you to eat your veggies,” he says. 

But Rooney says he tries not 
to pay more than passing atten- 
tion to what larger carriers are 
up to. “The object here isn’t to 
focus on the larger carriers,” he 
says. “The object here is focus- 
ing on the customer. The buffa- 
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lo run over cliffs because the 
leaders take them there. We 
don’t want to be the guy going 
over the cliff” [0 


For more information, 


check out www.uscellular.com. 


THIS. NOTICE APPEARS AS A MATTER OF RECORD ONLY. 


HICKORYTECH CORPORATION 
MIDWEST WIRELESS HOLDINGS LLC 
TELECORP WIRELESS INC. 


HAVE ACQUIRED APPROXIMATELY 7 MILLION PCS POPS FROM 
McLEODUSA INCORPORATED 
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ALLTEL Corp. 


HAS ACQUIRED THE STOCK OF A SUBSIDIARY OF 


SBC COMMUNICATIONS INC. 
REPRESENTS OVER 1.9 MILLION CELLULAR POPS 
AND 300,000 PAGING SUBSCRIBERS. 
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VERIZON WIRELESS 
HAS. ACQUIRED THE 


NORTH CAROLINA 15 RSA 
FROM 
BRAVO CELLULAR, LLC 
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EDGE ACQUISITIONS LLC 
HAS ACQUIRED THE 


HARTFORD, CONN. C-BLOCK PCS LICENSE 


| FROM 
CoNNECTBID LLC 
SALE REPRESENTS APPROXIMATELY 1,115,700 Pops. 


WE REPRESENTED THE SELLER, 
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UNITED STATES CELLULAR CORPORATION 


VOICESTREAM WIRELESS CORP. 
AND AFFILIATES 
HAVE ACQUIRED THE PCS ASSETS OF 
STPCS JOINT VENTURE LLC 
DBA SOL COMMUNICATIONS 
COVERING APPROXIMATELY 852% OF 
MORE THAN 2 MILLION LICENSED POPS, 


WE REPRESENTED THE SELLER. 
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T.K.0. COMMUNICATIONS LLC 
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AT&T WIRELESS SERVICES INC. 


HAS ACQUIRED THE STOCK OF A SUBSIDIARY OF 


SBC COMMUNICATIONS INC. 
SALE REPRESENTS OVER 3,2 MILLION PCS POPS, 


WE REPRESENTED THE SELLER, 
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Her life-threatening ordeal began with 
no pain to speak of. Napapron 
Deekhunthod simply needed to visit 
the restroom more often than usual. 
Before too long the urge came a lot 
more often. Then came the diagnosis: 
kidney failure. She felt at once very 
sad to be so seriously ill so far from 
her family in Thailand, but also she felt 
fortunate to reside in a country where 
hope is always in the air. 


When Wireless 


Communication 


Becomes A Link 


With Life Itself. 


“ ope springs eternal,” so the saying goes. However, Napapron and others still awaiting “the call” for an organ 


transplant don’t have an eternity to go on hoping. 


More than 75,000 transplant hopefuls remain. 15 die every day for one simple, sad reason: not enough of the rest of 
us know the pros and cons of becoming a donor, much less how to go about it. So get involved personally in the industry-wide 
initiative to mobilize wireless industry employees and customers through the Wireless Partnership for Donor Awareness. 


To find out more, contact Anne Riser at 703-535-7470 or go to www.pcia.com/foundation/wpda.html. 


Helping someone like Napapron would undoubtedly top even the most outstanding career achievement. It provides a 
way in which we each can become a true, life-saving hero. But remember: even if you’ve signed something, your family will 


be asked to give consent before any donation can occur. 


If you choose to become an organ or tissue donor, be a hero today and /et your family know, 


Wireless Partnership 


for —— : 
Donor SS PCIA Foundation 
Awareness 


Thanks to the following people and organizations for donating their time and talent to produce this awareness campaign: 
Concept and Design: KWGC, Inc. * Photography: Dick Patrick Photography * Southwest Transplant Alliance: Pam Silvestri ® Wireless Week: Debby Denton 


©2001, PCIA Foundation, Wireless Partnership for Donor Awareness. 
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Experts: Cell Sites Safe; 
Some Security In Place 


BY DEBORAH MENDEZ-WILSON 


few weeks ago, a technical worker tried to mea- 
sure radio-frequency emissions from a cell site 
mounted on a water tower walkway. Before he was 
able to climb the tower, however, a police cruiser pulled 


up and officers asked him what he was doing. >>> 
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Companies share space 
to save money. 


29 Ditching BBE 
Analysts question the 
metrics that measure 
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Security from page 23 


“We get those kinds of situa- 
tions,” says Wes McGee, presi- 
dent of SiteSafe Inc., a Crown 
Castle International Corp. sub- 
sidiary that makes sure cell sites 
on buildings and elsewhere meet 
health and safety requirements. 

McGee contends such inci- 
dents are rare and cell sites and 
telecom towers are and always 
have been secure. But episodes 
like this may occur with more 
frequency in the future. In years 
past, carriers, tower companies 
and cell site managers mostly 
worried about natural disasters 
or the occasional vandal. Now, 
however, the specter of more ter- 
rorist attacks has added an addi- 
tional layer of concern in some 
people’s view. 

So far, increased concern has 


not led to action. Despite warn- 
ings from some industry experts 
that the nation’s communica- 
tions networks need increased 
protection, McGee and others 
say no major security procedures 
have been put in place since the 
Sept. 11 terrorist attacks. A few 
minor changes have been made, 
however. New York law en- 
forcement officials, for instance, 
now demand to see a company 
photo I.D. from anyone working 
around the sites for any reason. 

“For the most part, we do not 


see any increase in security. If 


you pick specific sites, you can, 
from time to time, find some- 
one who has implemented a 
sign-in procedure,’ McGee 
says. “Apparently, [security] has 
not been as big an issue as most 
people think. 

“Most tower sites are gated 
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and have access limi- 
tations anyway. Roof- 
tops, for the most part, 
are locked. It really de- 
pends on the site,” 
McGee adds. 

But not everyone 
agrees the sites are se- 
cure enough. Shortly 
after the attacks, a few 
industry executives— 
including Larry Bab- 
bio, vice chairman of 
Verizon Communica- 
tions, and Joseph Nac- 
chio, chairman and 
CEO of Qwest Communications 
International Inc.-warned fed- 
eral lawmakers and regulators 
that the nation’s telecom net- 
works could be vulnerable to at- 
tack. 

A Verizon switching site near 
the World Trade Center endured 
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heavy damage when the towers 
collapsed. The damage—as well 
as the loss of equipment on one 
of the towers—disrupted landline 
and wireless phone service in 
Manhattan for days and was 
blamed for contributing to the 
shutdown of the New York Stock 
Exchange for an unprecedented 
four days. During a tour of the 
damaged switching site, Babbio 
reportedly said communications 
would come to a halt in the Unit- 
ed States if terrorists were to dis- 
rupt the operations of the 50 
largest switching centers in the 
country. 

“Tf you really want to create a 
panic in this country, you take 
down the telecom network,” 
Babbio said, according to one 
published report. 

For his part, Nacchio testified 
before the U.S. Senate Govern- 
ment Affairs Committee on Oct. 
4, telling lawmakers the U.S. 
telecom networks are strong, but 
that the Bush administration and 
Congress “should take addition- 
al steps to protect the security of 
all our country’s critical public 
and private network facilities.” 

The committee’s hearing fo- 
cused on protecting critical tele- 
com and other infrastructure 
from cyber and physical attacks. 
Nacchio is vice chairman of the 
National Security Telecommu- 
nications Advisory Committee, 
which provides the president 
with advice on security and 
emergency preparedness issues. 

On Sept. 11, when Verizon’s 
infrastructure was damaged, 
thousands of wireless sub- 
scribers saw how easily phone 
service could be disrupted. The 
switching center that was se- 
verely damaged served more 
than 200,000 access lines and 
more than 3 million private line 
circuits. However, increased de- 
mand for phone and Internet ser- 
vice following the attacks caused 
the lion’s share of difficulties, 


a high-tech market research firm 
based in Boston. 

Call volumes over landline and 
wireless networks rose dramati- 
cally, in some cases as much as 
200 percent above normal. Web 
sites were frozen as users flood- 
ed the Net. All in all, however, 
“the wireless network showed re- 
markable strength and surviv- 
ability,’ Yankee Group analysts 
concluded in a special report. An- 
alysts commended Verizon Wire- 
less and other carriers for de- 
ploying cells on wheels, or 
COWs, to improve coverage and 
capacity in lower Manhattan as 
soon as safety precautions per- 
mitted. Some of Crown Castle’s 
antennas affixed to a tower locat- 
ed on the other side of the Hudson 
River also were reconfigured to 
enable Verizon Wireless to in- 
crease its network capacity. 

Few carriers, however, are will- 
ing to discuss any new security 
measures they might be putting 
in place throughout their networks 
as a result of the terrorist attacks. 
“We take the security and safety 
of our assets—be that our people, 
facilities or equipment—very seri- 
ously. For precisely that reason, 
we don’t talk about or comment 
on our security procedures,” says 
Alexa Graf, an AT&T Wireless 
spokeswoman. 

SiteSafe’s McGee says utility 
companies have started to “hard- 
en up on telecom sites” to prevent 
possible infiltration by saboteurs. 
SiteSafe performs a lot of work 
for the United Telecom Council, 
which represents many U.S. util- 
ities. Most utility companies rely 
on private two-way radio com- 
munication networks. Utilities are 
looking at access issues, particu- 
larly at power plants, McGee says. 

Crown Castle, which owns and 
manages more than 15,000 tower 
sites internationally, has been asked 
to notify natural gas companies be- 
fore engineers are sent to cell sites 
located near pipelines, says David 
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Preparing For Disaster 


KMC Telecom, a nationwide 
provider of fiber-based integrat- 
ed communications, offers the 
following tips for preparing a 
business for an emergency situa- 
tion. Frank Boscarillo, the com- 
pany’s designated disaster recov- 
ery manager, says the most 
important thing to realize is 
that no two disasters are alike. 
The following tips can help 
ensure employee safety, commu- 
nication of important informa- 
tion and secunty of critical doc- 
uments. 


Be Prepared: Take time to 
sit down and consider the possi- 
bilities of what could happen. 
Envision a worst-case scenario 
and plan accordingly. 


Document Your Plan: Put 
the plan on paper and share it 
with all employees. 


Designate And Define 
Roles and Responsibilities: 
Designate emergency managers 
within the company who will 
handle procedures in case of a 
disaster. Define their roles and 
make sure everyone knows their 
responsibilities in an emergency. 


People Come First: Plan for 
the safety and well-being of 
your employees and customers 
first. This may mean calling 
security or getting food or med- 
ical help. Set up a toll-free 
number and e-mail address that 
employees can call or e-mail to 
get information on the company 
and the safety of their co-work- 
ers. 


Back Up Your Data: Back 
up data and documents on a 
daily or at least weekly basis. 
Keep a copy of one of the back- 
ups in a fireproof box on site 
and another copy off site and 
keep them both current. 


Select Alternative Disaster 
Locations: Identify where your 
company will be headquartered 
in the event of a disaster. 
Select primary, secondary and 
third-choice options. 


Establish A 
Communications Plan: Select a 
communications provider that is 
capable of aiding your company 
in a time of crisis. For example, 
will the company provide mobile 
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phones temporarily if the land- 
line phones are down? 


Document A Restoration 
Plan: List all critical names and 


contact information, including 
phones and wireless numbers, 
pagers and e-mail for the compa- 
ny emergency team; critical per- 
sonnel; service and emergency 
management contacts such as 
police and fire; local contractors 
for electricity, heating and cool- 


ing, and gas; and critical cus- 
tomers that you would need to 
contact immediately. All numbers 


should be tested and kept current. 


Educate Your Employees: 
Make sure each employee knows 
where the emergency exits are 


located and where to find the 
fire alarms, extinguishers and 
important keys. 


Review: Review your dis- 
aster recovery plan once per 
quarter and update all names 
and numbers. 
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Companies Converge 
Around Coverage 


BY MARGO MCCALL 

n the past, when wireless car- 
i riers needed to beef up cover- 

age or expand capacity, they 
simply bought more spectrum or 
built a new tower. But now that 
the price of spectrum has gone 
through the roof and residents 
don’t want cell sites marring 
their neighborhoods, those ap- 
proaches have grown obsolete. 

Luckily for carriers, vendors 
have been working on solutions 
to coverage and capacity issues 
for a number of years. Whether 
it is smart antennas, repeaters or 
in-building coverage, the alter- 


natives represent solutions to 
coverage and capacity concerns 
in a world where spectrum, cell 
sites and money are all less read- 
ily available than they once were. 

According to Allied Busi- 
ness Intelligence, at least 
three-dozen companies are 
working on strategies for 
next-generation networks 
using solutions such as adap- 
tive arrays, tower-mounted 
amplifiers or high-tempera- 
ture superconductor filters. 
Global deployment of smart 
antenna systems will grow to 
more than | million systems 


by 2006 from less than 
100,000 this year, according 
to the Oyster Bay, N.Y., re- 
search firm’s projections. 

Frank Viquez, senior analyst 
for Allied Business Intelligence, 
says those means of improving 
coverage and capacity are reach- 
ing the forefront because carriers 
currently need such solutions. 
“They’re actually the ones push- 
ing it right now. They’re the ones 
demanding it of the base station 
manufacturers. Right now, 
they’re actually looking to think 
outside the box and get networks 
up and running,” he says. 
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The National Association of Tower Erectors 
(NATE) is leading the way in safety and 
education for the tower construction 
industry. Active in all facets of the trade, 
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Wireless carriers are 

finding that smart antennas, 
repeaters and in-building 
coverage represent appealing 
solutions to coverage and 
capacity issues. 
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Easing A Bureaucratic 
Nightmare 

Among the companies search- 
ing for solutions is Transcept 
Inc., a Manchester, N.H., com- 
munications equipment design- 
er that has come up with Open- 
Cell, a system that can be affixed 
to utility poles or other elevated 
structures and unobtrusively ex- 
tends coverage to neighborhoods 
where residents oppose tower sit- 
ings. The system is about the size 
of a microwave oven and was in- 
troduced at the 2001 Tower Sum- 
mit & Trade Show last month. It 
can be used by up to eight carri- 
ers, all using different frequen- 
cies and protocols. Transcept 
hopes to sell OpenCell to tower 
operators and carriers. 

“This will open up markets 
that haven’t been explored to 
date,” says Chris Crane, Tran- 
scept’s vice president of busi- 
ness development. “This gives a 
tower company the opportunity 
to expand [its] portfolio.” 

The system consists of remote 
transceivers that are connected 
by fiber to a hub up to 10 miles 
away, which in turn connects to 
each tenant’s base station elec- 
tronics. Locating a tower in an 
urban area generally requires a 
public hearing and planning 
commission approval—a process 


that can take years. In contrast, 
getting permission for the Open- 
Cell system will in all likelihood 
be routine, which should great- 
ly hasten installation. The prod- 
uct is scheduled for deployment 
in the first quarter of next year. 
The first step in developing 
OpenCell was determining 
whether there was even a market. 
CEO Mark Wilson says the com- 
pany determined there is a $3 bil- 
lion to $5 billion market for such 
products over the next seven 
years, based upon the assumption 
that coverage holes exist in one- 
quarter of the area within the top 
25 markets. “The No. 1| issue for 
customers is poor coverage,” he 
says. ‘“That’s the main reason for 
them switching companies.” 
Littlefeet Inc., a privately held 
San Diego company, also is 
thinking that smaller is better. Its 
Spice product is about the size 
of a skateboard and connects to 
base stations to fill coverage 
holes, extend a network’s reach 
or enhance in-building penetra- 
tion. It promises to make site ac- 
quisition easier and provide less 
interference and better data rates, 
all at a lower price. Spice, which 
received authorization from the 
FCC last month, currently is 
available only in the GSM stan- 
dard. The 2-year-old Littlefeet 


is working on a platform for 
third-generation systems. 


Exposing Indoor Coverage 

As anyone who has ever at- 
tended a trade show can testify, 
making a call from within the 
bowels of a casino or convention 
center often isn’t easy. While 
carriers have brought in cells on 
wheels, or COWS, to temporar- 
ily bolster coverage, in-building 
antennas provide a more per- 
manent solution. 

In-building coverage gained 
more visibility after tower oper- 
ator SpectraSite Communica- 
tions Inc. signed an indoor cov- 
erage contract with six Las 
Vegas casinos and established a 
separate division within the 
company for indoor coverage. 

A number of companies cur- 
rently are working on extending 
coverage within buildings. An- 
drew Corp. recently developed a 
new repeater and a distributed an- 
tenna system to improve indoor 
coverage. Heinz Corp.’s strategy, 
on the other hand, focuses on up- 
grading towers. 


Heinz President James Heinz 
says in-building coverage is im- 


portant because the nature of 


wireless use has changed. “It’s 
not just about being mobile in 
your car anymore; it’s about 
using wireless inside buildings 
and while sitting at your desk.” 

Extending indoor coverage, he 
says, can help carriers make bet- 
ter use of scarce spectrum, free- 
ing it up for those who are truly 
mobile. It’s also a lot more cost 
effective than building a new 
tower site. “It’s all about quali- 
ty of service for customers. It not 
only increases quality; they’re 
also capturing all these minutes,” 
Heinz says. 

An example of the creativity 
various Companies are pouring 
into the capacity and coverage 
problem is seen in Heinz’s new 
solution to retrofit towers from the 
ground up. The St. Louis-based 
company’s technique involves in- 


stallation of RF equipment to fiber 
converters at the base and top of 


the tower and using fiber-optic 
cable to connect the base station 
equipment to an amplifier driving 
the antennas. The solution is in- 
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tended to reduce the cost of struc- 
tural steel upgrades normally nec- 
essary for upgrades. 


The Smarter The Better 

Saving money for carriers also 
is a principle behind Wireless 
Online Inc.’s smart antenna tech- 
nology. The 6-year-old company 


promises to deliver twice the 
coverage and capacity with one- 
ninth the number of sites and 
says its technology has been 
proven both on the company’s 
test network and with customers 
such as Arch Wireless Inc. and 
WebLink Wireless Inc. 

The company’s “applique” so- 


lution—meaning it’s added to an 
existing site-features GSM base 
stations and multibeam antenna 
arrays based on military tech- 
nology developed in Israel. The 
company is targeting GSM be- 
cause it’s the most prevalent 
standard worldwide. 

CEO Greg Oslan says besides 
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having to buy less equipment, 
carriers can reap significant cost 
savings on reduced mainte- 
nance. He expects carriers to 
look increasingly at “smart tech- 
nology” as they upgrade net- 
works to 2.5 generation and 3G. 
“Before it was viewed as a new 
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technology. Now it’s viewed as 
anecessary technology,” he says. 


Oslan says several factors 
make the timing right for new 
solutions such as Wireless On- 
line’s. For one thing, large wire- 
less equipment providers such 
as Nortel and Lucent have put 


an end to the vendor financing 
packages that once provided 
extra incentive for carriers to 
sign on the dotted line. For an- 
other, carriers, like most com- 
panies these days, have shifted 
their focus from the top to the 
bottom line. “Operators are 
looking for any technology that 
can help them improve the bot- 
tom line,” he says. 

Companies such as the Santa 
Clara, Calif.-based Wireless On- 
line have become the unintend- 
ed beneficiaries of large original 
equipment manufacturers’ finan- 
cial woes. Research and devel- 
opment budgets have been 
slashed and Ericsson has 
emerged as the only large equip- 
ment provider with a “smart tech- 
nology” solution, Oslan says. 

Other companies working on 


smart technology include 
Metawave Communications 
Corp., a publicly traded San 
Diego company that recently un- 
veiled its phased-array antenna 
panels for 1900 MHz COMA 
networks. The arrays allow op- 
erators to customize panels and 
optimize networks. 

The Silicon Valley-based Ar- 
rayComm Inc., a privately held 
company headed by Martin 
Cooper, works on embedded 
smart technology intended to re- 
duce interference and improve 
spectral efficiency. 

Viquez says there are a lot of 
companies “coming out of the 
woodwork” to offer coverage so- 
lutions. And that means carriers 
will have increasingly more tools 
at their disposal to deal with cov- 
erage and capacity issues. 
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Wireless Applications Launches 
Web-Based Site Design Feature 


Wireless Applications Corp., a Bellevue, Wash.-based radio-fre- 
quency engineering consulting and software company, has launched 
its new Web-based RF site design and site coverage projection fea- 
ture on PowerSearch, the company’s tower-searching tool. 

PowerSearch’s RF site 
design feature, which 
completed beta testing in 
September, projects cov- 
erage contours for any 
site, letting users design 
sites and view coverage 
projections that can be 
immediately displayed for 
analysis. The software 
factors in terrain data, 
antenna type, antenna 
height, sector, parameter, 
general power, fade mar- 
gin, morphology, azimuth, 
frequency (100 MHz to 
2.4 GHz) and down-tilt 
specifications to provide 
coverage projections. 

“The ability for anyone to generate accurate and immediate site cov- 
erage projections should provide significant benefits for any wireless 
company,” says Eric Wills, president and CEO of Wireless Applications. 

Wireless Applications also launched a market ownership/tech- 
nology feature for PowerSearch that is provided through a partner- 
ship agreement with American Roamer. The new search feature lets 
users geographically research specific markets by market block for 
available wireless technology and market ownership data. 


ON LINE. ON TIME. 


re perf Vises 
| below 150'. The . 
Series 106’ has no need for - 
anchors in the ground or 
etrieve anchors after deploy- 
ment because this unit guys 
to itself. ALLTECH’s products 
get you on line on time with budget — 
left over for the next site. Order 
/ y. For we or pas 


NO ANCHORS 
REQUIRED 


j 5 Alltech Communications, L. 
10 East Third Street, Suite 700, Tulsa, Oklahoma 74103 
Office (918) 585-9400 Fax (918) 585: 950) Fes ALLTECH 
www. DETER com SSR 


communications — 


INSIGHT 


Operators Discuss Change In Metrics 


BY MARGO MCCALL 

‘s long as there have been 
A tower companies, 

their growth has been 
measured in broadband equiva- 
lent tenants, or BBE. But now 
an effort is under way to throw 
BBE out with the bath water. 

SBA Communications Corp. 
President Jeffrey Stoops 
broached the idea during the 
company’s recent conference 
call, suggesting to analysts that 
the familiar metric is no longer 
entirely effective in measuring 
return on investment. While the 
discussion is generating heated 
exchanges among financial 
types, it’s received scarce notice 
from anyone else. 

The United States’ five pub- 
licly traded companies normal- 
ly have a BBE, or lease-up, rate 
ranging from 0.40 to 0.48. That 
means that each tower has four 
to five tenants. In the past, the 
amount each tenant paid was 
consistent—about $1,500 per 
month for a typical array. Now 
that carriers are adding mi- 
crowaves and other equipment 
to towers, however, monthly 
leasing rates can climb as high 
as $2,500, calling into question 
the accuracy of the BBE metric. 


BBE is not the 
greatest figure to 
use to fully 
understand the 
true internal 
growth rate of 
these companies. 


Stoops says the increased rates 
are likely to continue. “We think 
this variety of revenue growth 
will increase as carriers deal 
with capacity and backhaul is- 
sues and the migration to 2.5 and 
3G,” he says. 

During SBA’s conference call 
last month, a number of analysts 
weighed in on whether the met- 
ric should be shelved. Most 
agree that the metric may not be 
as useful as it once was. The 
matter also was brought up dur- 
ing Shorecliff Communications’ 
recent 2001 Tower Summit & 
Trade Show in Las Vegas. 

Lehman Brothers analyst John 


Bensche says revenue growth on 
towers must be looked at as car- 
riers upgrade equipment. Ben- 
sche told those attending the 
tower conference that he is in 


favor of jettisoning the metric 
and he vowed to never again in- 
clude the term “BBE” in a re- 
search report. 

Bensche further argued in a 


subsequent report—one which, 
incidentally, did mention BBE, 
but only once-that if the indus- 
try continues to be evaluated 
primarily by the number of ten- 


ants on each tower, operators 
won't get credit for the extra 
revenue generated by upgrades. 
Instead of analyzing lease-up 

continued on page 30 
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Metrics from page 29 


rates and tenants, those gaug- 
ing companies’ progress should 
focus on revenue per tower, 
same-tower revenue and cash 
flow growth. 

Sharon Armbrust, senior vice 
president of investment research 


for Paul Kagan Associates, says 
analysts should evaluate all 
available metrics—including 
BBE-when trying to determine 
how well a company is per- 
forming. 

“Tnitially [BBE] was founded 
to provide a baseline of compar- 
ison. But as growth and the pric- 


ing schedule have changed, com- 
panies will be focusing more on 
same-tower growth in coming 
quarters,” adds Alex Rygiel, an 
analyst with Friedman, Billings 
& Ramsey. Consequently, BBE 
“is not the greatest figure to use 
to fully understand what the true 
internal growth rate of these 


companies is.” 

But before BBE can be 
thrown out, American Tower 
Corp., Crown Castle Interna- 
tional Inc., SpectraSite Com- 
munications Inc. and Pinnacle 
Tower likely will have to agree 
that the metric has outlived its 
usefulness. 
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for wireless applications - including mobile, fixed and in-building wireless 
networks. CommScope Wireless provides advanced coaxial, twisted pair 
and fiber optic cable technology to create a network that provides wireless 
access anytime, anywhere - at home, the office, and remote environments. 


¢ Exceptional quality products 

¢ Superior reliability 

¢ Outstanding customer support 
¢ Competitive prices 

¢ Composite constructions 


Cell Reach ® is a complete line of cables, 
connectors and accessory hardware and tools 
designed specifically for wireless transmission 

line systems. Cell Reach offers unmatched electricial 
performance and industry leading reliability. 


WBC “is a low-loss, low cost 50-ohm 
flexible cable designed for Land Mobile Radio, 
Paging, WLL, mobile, fixed wireless 
(LMDS/MMDS/MMWAVE) and inbuilding 
wireless networks (WLAN, etc.) 


UltraMedia ™ and UltraPipe ™ 

are unshielded twisted pair (UTP) cable technology, 
which provides superior bandwidth performance 

to support broadband video and high 

speed, full-duplex transmission protocols. 


Our award-winning UltraFiber ™ fiber optic 
product is one of the longest distance and highest 
bandwidth 62.5- micron fiber currently offered in the 
data communications market. 
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Security from page 24 


Binstock, Crown Castle’s director 
of operations. If either the tower 
managers or a wireless service 
provider needs to visit the site for 
whatever reason, the utility com- 
panies now request them to call 
ahead and let them know who’s 
coming and when, he says. 

Binstock says security for the 
most part has been beefed up 
around power plants, water reser- 
voirs, high-rise buildings and 
other potentially sensitive sites. 
Because of that, Crown Castle has 
asked field workers to obtain 
company photo badges and show 
them when necessary. 

Some tower and cell site man- 
agement companies use remote 
locking solutions to ensure that 
unauthorized people are unable 
to get into restricted areas. Others 
have systems in place that require 
employees to scan electronic I.D. 
cards or enter passcodes. Crown 
Castle is looking at several new 
solutions that would help increase 
the security of the company’s 
physical assets, wherever they 
might be, Binstock says. 

In any case, damage to a sin- 
gle tower site isn’t likely to cause 
widespread disruption of wire- 
less service. When people talk 
about network security, “they are 
talking about their major switch 
centers, where lots of voice and 
data information” flows, Bin- 
stock says. 

Observers who point to the vul- 
nerability of such telecom hubs 
say service providers, corpora- 
tions and workers must adopt new 
ways to communicate in light of 
the terrorist attacks. Some argue 
that telecom networks should be 
more dispersed and that compa- 
nies should explore modes of 
communication that won’t tie em- 
ployees to landline or wireless 
phones, including messaging and 
video-conferencing solutions. 

Frank Boscarillo, senior vice 
president of network operations 
for the Bedminster, N.J.-based 
KMC Telecom, a nationwide 
provider of fiber-based integrat- 
ed communications, recom- 
mends companies be prepared 
for what may come. “By de- 
signing a plan that is meant to 
react to the worst-case scenario, 
you will ensure measures are in- 
corporated [that] can be applied 
to lesser emergencies,” he says. 

As the Yankee Group con- 
cludes: “There is security in di- 
versity.” In the case of wireless net- 
works, that philosophy might prove 
true now more than ever. MJ 


PilirelessHeck | 


'm“DIRECTION! 


Wet Soe Teg 
SE . 


with WIRELESS INTERNET MAGAZINE! — 


New technology, new rules, new players. Savvy journalists deliver insights, — 
analysis and comprehensive reporting on the business of wireless Internet. 


Wireless 
www. wirelessinternetmag.com Inter Tet: AG AEA INSE 


Another first from Wireless Week 


LOOKING TO DIRECT YOUR ADVERTISING TO TOP-LEVEL EXECUTIVES IN THE WIRELESS DATA UNIVERSE? 
Contact vour Wireless Week Salee Ranracantativa TONAY 


p52 11/12/01 


Cisco Beefs Up Its WLAN Technology 


Networking Giant Makes Slew Of Annou 


BY BRAD SMITH 


etworking giant 
N Cisco Systems 
Inc. is putting 


more muscle behind its 
wireless local area net- 
work technology and its 
growing use in public “hot 
spots” such as airports, cof- 
fee shops and hotels. 

In several announcements 
this week at the Comdex 
technology show in Las 
Vegas, the company is 
showcasing new software 
security enhancements for 
its Aironet 350 WLAN 
servers, an expanded 
Cisco Mobile Office of- 
fering, a deal to put 
WLANs into all luxury 
Fairmont Hotels and a part- 
nership with IBM for consulting 
and integration services. 

Cisco has long supported 
802.11b technology, as well as 
the coming 802.1 1a standard. 
The company announced its mo- 
bile office platform a year ago, 
but this week’s announcements 
focus on taking the desktop ex- 
perience into home offices. 

“We want a broadband every- 
where world,” says Cisco mar- 


URL: www.bluetooth.org 


Bluetooth Special Interest Group 


What the group does: A year ago we reviewed the Bluetooth 
Special Interest Group’s main site, www.bluetooth.com. That site 
has undergone a complete change in recent weeks and is about to 
change again. For now, www.Bluetooth.com has been stripped of 
most of its usefulness-so much so that some SIG group members 
are upset about the public image it presents. We're told the site will 
be relaunched with all of its former content, as well as new infor- 
mation, sometime prior to the Dec. 11-13 Bluetooth Developers 
Conference in San Francisco. In the interim, you can find some of 
the old information on the SIG members’ site, www.bluetooth.org, 
which was spun off from the original site last year. 
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keting executive Robyn Aber. 
She says mobile business users 
should have the same productiv- 
ity tools on the road or at home 
that they have in their offices. 

Cisco’s “at home” addition has 
both wired and wireless compo- 
nents, which are intended pri- 
marily for enterprises that want 
to allow their employees to either 
extend their workday at home or 
telecommute. 


The announcements reflect the 
company’s belief that WLANs 
for the mobile worker are here to 
stay in spite of the well-publi- 
cized failure of wireless Internet 
providers such as MobileStar 
Network Corp. Most analysts 
likely would contend, however, 
that those failures were a result 
of ineffective business plans and 
therefore are not a true reflection 
of the future of wireless LANs. 


Usefulness of the Web site: Some of the usefulness of the site is hidden because the site is password pro- 
tected for members-only access. What is available includes information about the upcoming UnPlugFest-7 in 
Hong Kong, current Bluetooth specifications, a membership list and the current list of Bluetooth products 
that have gone through the SIG qualification process. The latter includes a Bluetooth FAQ link, although it 
has information only about the qualification program and very little about Bluetooth as a technology. 
Recently there were 413 approved products. Gone from the site is the history of Bluetooth and the technol- 
ogy’s namesake, the Danish king Bluetooth. 

How site elements are arranged: Don’t expect a lot. There are no graphics, just text. On the home page, 
do not click on the “public Web site” link because that takes you to bluetooth.com. Otherwise, the links are 
self-explanatory, although the “News” link contains no news, just an application for membership and infor- 
mation about UnPlugFest. 


EINTERNET 


Cisco’s new “at home” 
products will let workers 
telecommute or work while 
on the road. 


Wireless LANs in pub- 
lic hot spots are ex- 
SS. pected to grow so 
rapidly, in fact, that 
subscriber revenue 
alone will comman- 
deer an $868 million 
market in 2006, ac- 
cording to Allied Busi- 
ness Intelligence. Look- 
ing at the broader WLAN 
industry, the Cahners In- 
Stat Group, a sister com- 
pany of Wireless Week, 
forecasts growth from the 
current $1.1 billion to $5.2 
billion by 2005. 

Citing studies that say 62 per- 
cent of business travelers access 
the Internet or corporate intranets 
from hotels and 14 percent from 
airports, Aber says Cisco sees a 
tremendous need to provide tech- 
nology that allows employees to 
work away from their offices. 

Cisco’s Aironet 350 access 
points will be installed in 1,200 to 
1,500 public hot spots by the end 
of the year, Aber says, up from 
about 300 last year. Providers such 
as MobileStar and Wayport in- 
stalled many of these access 
points, but airports and hotels did 
so as well. In the latter case, the 
venue itself becomes the provider, 
Aber says, reaping new revenue 
and integrating its own services 
into the network, which also can 
be used for internal purposes. 

The Fairmont chain’s imple- 
mentation, which will provide 
both public area and hotel room 
access, will cover about 20,000 
rooms in 38 hotels. Completion 
is expected by early next year. 

IBM also will include Cisco’s 
WLANs products as part of its 
package of solutions for enter- 
prise customers. IBM will serve 
as both a consultant and a ser- 
vice provider. 

Cisco is providing its 802.11b 
WLAN security upgrade free to 
Aironet 350 clients because se- 
curity is critical to enterprises, 
according to Christine Falsetti, 
wireless networking marketing 
director for the company. The 
upgrade, available in December, 


ncements At Comdex Show 
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improves on the wireless equiv- 
alency protocol by providing 
dynamic per-user, per-session 
keys instead of static keys. It also 
allows central configuration. 

Cisco also announced its 
“SAFE blueprint” for wireless 
networks, a modular approach 
that provides different levels of 
security ranging from the 802.1x 
WLAN security protocol to vir- 
tual private networking. 

With Cisco and IBM pushing 
forward on 802.11—and in- 
creased interest among catriers 
themselves—Aber says recent 
stumbles in the wireless Internet 
space don’t appear to spell doom 
for wireless LANs. 
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NextMode Rich 
In Multimedia 


MobileSoft’s NextMode application 
will offer wireless carriers the ability 
to add additional functionality and 
features to their interim 2.5-genera- 
tion networks, rather than waiting 
for third-generation network 
upgrades. Many of the features 
already are offered on NTT DoCoMo’s 
i-mode 3G network. 

NextMode offers streams of 
music, audio, video, ring tones, 
applications and images, as well as 
personalization, a rich media con- 
tent management system to inte- 
grate with the carrier's billing sys- 
tem, and J2ME, BREW, WinCE and 
Symbian compatibility. 


Nazomi Boosts 
Java Performance 


Nazomi Communications Inc. and 
WavePlus Technology Co. Ltd. are 
working together to boost the per- 
formance of Internet appliances. The 
companies will integrate Nazomi’s 
JSTAR Java coprocessor technology 
with WavePlus’ new system-on-a-chip 
solutions (SoC) for Internet appli- 
ances and mobile devices. 

The new chips will operate in 
mobile devices, personal digital 
assistants, e-books and Web pads. 
WavePlus says its next-generation 
Mobile Device SoC will integrate 
Bluetooth and Java coprocessor 
technology to enhance wireless com- 
munications and Internet browsing 
capabilities without the need for a 
high-speed microprocessor. 
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PDA's are one of the fastest growing categories in 
personal electronics. The HP Jornada is defining 
where this category is heading. And now 
Brightpoint carries the Jornada. 


It's loaded with Pocket PC versions of popular 
Microsoft® applications. It has a color display. It’s 
expandable to incorporate a digital camera or a 
wireless modem. 


But most importantly, it’s a profitable addition to 
your product mix. And with the gift season 
approaching, now is the right time to investigate 


what the HP Jornada can do for your sales. 
Brightpoint has developed special pricing and 
incentives to make your entry into this category 
even more profitable. 


Talk to Brightpoint at 800-952-2355, and 
start the engine with the power to push your sales into 
a higher gear. 


Bright Minds. Real Solutions. 
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Glenayre Rides Road To Recovery — 


Carrier Reinvents A New Role For Itself As A UM Platform Provider 


BY SUE MAREK 

erhaps Glenayre Technolo- 

uv gies Inc. should look to the 
ever-changing Madonna for 

a lesson on how to reinvent itself. 
Like the singer, who is known for 
her frequent image and style al- 
terations in the inconstant world 
of pop music, the former paging 
infrastructure company is once 


again attempting to remake itself 


by becoming a unified commu- 
nications platform provider in the 
fast-changing telecommunica- 
tions sector. 

Unfortunately, Glenayre is 
trying to do it in a down market 
where telecom providers are 
keeping a close eye on their 
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Telephia Acquires 
Mspect, Adds SMS 
Monitoring 


Telephia Inc., a San Francisco- 
based market research firm, last week 
announced it has acquired Mspect. 
Telephia will add Mspect’s short mes- 
saging service performance-monitor- 
ing capabilities to its own wireless 
data quality of service solution. 

Financial terms of the transaction 
were not disclosed. 

Mspect currently monitors SMS 
delivery success rates and latencies 
on six U.S. wireless carrier networks 
and four German wireless networks. 
Telephia’s Wireless DNA Performance 
service is a distributed platform for 
monitoring wireless data applications 
on major carrier networks. 


Brightmail 
Releases 
Version 3.0 


Brightmail Inc., a provider of e- 
mail and wireless messaging man- 
agement solutions, is rolling out 
Brightmail Solution Suite 3.0. 
According to company officials, the 
latest version of the scalable solu- 
tion brings a higher level of security 
and control to messages and mail 
systems for service providers, mobile 
network operators and enterprises. 

The new release includes content 
filtering and Symantic-powered anti- 
spam and anti-virus features. 
Brightmail customers currently 
include Critical Path, EarthLink, AT&T 
WorldNet, MSN and others. 


capex spending. 

Just five months ago, Glenayre 
underwent a massive restructur- 
ing in which it laid off more than 
half its staff and shut down wire- 
less messaging operations in 
three cities. Today the Charlotte, 
N.C.-based firm considers itself 
to be more of a communications 
software firm than an infrastruc- 
ture provider and says it has about 
28 percent of the market in the 
enhanced service platform space. 

The company, which has more 
than 200 customers in 60 coun- 
tries, is targeting wireless and 
wireline carriers, as well as In- 
ternet service providers and 
broadband operators. Wireless 
operators still contribute about 
85 percent of the company’s 
revenue, however, according to 
Eric Doggett, Glenayre’s presi- 
dent and CEO. “The majority of 
our revenues are from wireless 
operators,” he says. “Their net- 
works are growing.” 

Although telecom operators 
are restricting their spending, 
Doggett says the company is en- 
couraged by the number of re- 
quests it receives from service 
providers looking for enhanced 
communications platforms that 
will allow them to develop ser- 
vices quickly and easily. “I’m op- 
timistic about next year,” he says. 
“We look at the leading indica- 
tors like RFPs (requests for pro- 
posals) and hope to see a pickup 
in the second half of the year.” 

Analysts, too, expect an uptick 
in the UM business. Ovum pre- 
dicts that by 2006, 170 million 
unified messaging subscribers 
will account for $1 billion in 
revenue. Likewise, the Telemes- 
saging Industry Association in 
Canada reports that more than 
half of the 1,000 consumers who 
responded to its recent survey on 
unified communications said 
they were very interested in pur- 
chasing unified communications 
features as part of a flexible bun- 
dle of services. 

Among Glenayre’s carrier cus- 
tomers are Leap Wireless Inter- 
national Inc., MetroPCS Inc. and 
Edge Wireless LLC, all of which 
deployed unified communications 
solutions in the third quarter. 

Doggett says carriers tend to 
tailor their UM services to attract 
customers in their own specific 


markets. This not 
only provides them 
with a competitive 
advantage but also 
can help combat 
churn, a growing 
concern among car- 
riers. “Churn is a big 
cost and a lost op- 
portunity,” Doggett 
says. “If you look at 
studies, one-third of 
carriers’ customer 
base will churn, and 
those numbers are 
going up.” 

To help operators 
customize their 
product, Glenayre 
works with them to 
fine-tune their uni- 
fied communica- 
tions strategies. 
Doggett notes that 
speech recognition 
is a very popular 
messaging applica- 
tion and the compa- 
ny is focusing on voice-activated 
applications to add to its platform. 

Leap is implementing Gle- 
nayre’s @ctiveMessaging Solu- 
tion, which lets the carrier inte- 
grate SMS with voice-activated 
services and voice mail, in its 
markets nationwide. Meanwhile, 
MetroPCS, which signed a $1 
million deal with Glenayre on 


Oct. 1, is using the company’s 
platform to provide value-added 
services over the carrier’s 
CDMA2000 1XRTT network. 
MetroPCS will offer unified 
communications services in San 
Francisco, Sacramento, Calif., 
Miami and Atlanta, including 
voice messaging, one-number 
and find me/follow me services. 


Despite Glenayre’s 
early success with wire- 
less carriers, the com- 
pany admits that it is 
facing numerous com- 
petitors. Besides other 
platform providers, 
many application ser- 
vice providers have en- 
tered the UM arena. 
Doggett, however, does 
not expect the ASP busi- 
ness model to last, pri- 
marily because carriers 
tend to want control 
over all aspects of their 
customer relationships, 
a model that doesn’t 
conform well to the 
ASP strategy. 

With the company’s 
strong relationships 
from its former life as a 
paging infrastructure 
provider, Doggett ex- 
pects Glenayre to con- 
tinue to attract new wire- 
less customers as well as 
drive growth by offering add-on 
applications, particularly as 
next-generation networks allow 
more bandwidth-intensive capa- 
bilities. And if its reinvention 
goes according to plan, Glenayre 
hopes to keep its hold on the 
wireless market, much like 
Madonna continues to maintain 
her pop star status. 
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Focus On Solutions, Not Technology 


BY DEBORAH MENDEZ-WILSON 


ireless startups that 
promised to deliver mo- 
bile alerting applications 


to financial brokerages and other 
industries have faded away over 
the past year due to dicey market 
conditions. Some couldn’t raise 
funds. Others succumbed to 
slower-than-expected adoption 
rates in the United States. 
Victims include SmartPoint 
Inc., a Boulder, Colo.-based 
company that developed a next- 
generation, two-way alert plat- 
form for the financial communi- 
ty. The defunct firm promised to 
deliver “the information you and 
your customers need whenever, 
wherever, with the power to act.” 
SmartPoint, which folded in 
April, based its business model 


on the notion that users would 
want relevant, time-sensitive in- 
formation—especially financial 
news—delivered to them on any 
device, be it fixed or wireless. 

While SmartPoint has left the 
scene, at least one wireless ap- 
plication service provider that de- 
livers two-way alert services con- 
tinues to have faith in that busi- 
ness proposition. Adeptra Inc.— 
formerly RealCall—has managed 
to attract investors and customers 
despite the market uncertainties. 
Based on research conducted 
jointly with the independent tele- 
com consulting firm Analysys, 
Adeptra predicts that more than 
$90 billion worth of business will 
be transacted in 2005 as a result 
of users receiving alerts on their 
fixed or mobile devices. 


Adeptra President Vytas 
Kisielius offers another take on 
why WASPs offering alert ser- 
vices have failed. For one, he 
says, too many startups focused 
on building technology and not 
on delivering compelling, practi- 
cal end solutions. “It’s not about 
wireless per se. It’s about getting 
the solution right. It’s about the 
user getting the message on any 
device,” he said during a tele- 
phone interview from London, 
where the company is based. 
“Our whole thing is a return-on- 
investment-based sale, not a tech- 
nology-based sale.” 

Both customers and investors 
seem to be buying into the com- 
pany’s arguments. In October 
2000, Deutsche Bank Venture 
Partners led a $40 million second 


round of funding. Encouraged in 
part by investor confidence, 
Kisielius is optimistic Adeptra can 
succeed where others such as 
SmartPoint, Xigo Inc. and Noti- 
fyMe apparently failed. For one, 
the privately held Adeptra, which 
also has offices in Stamford, 
Conn., does not focus solely on 
one vertical market. Customers, 
including Barclays Bank, 
AOL/Compuserve Europe, Ora- 
cle Corp., BMW, Sun Microsys- 
tems and ZagM, are players in the 
financial, travel, retail, enterprise 
and news/entertainment markets. 
Adeptra claims the ability to 
deliver “just-in-time” response 
solutions to users on any device, 
no matter where they are. “Our 
application crosses all the dif- 
ferent media,” Kisielius says. 


Adeptra President Vytas Kisielius 
says WASPs need to deliver 
compelling solutions. 


Like SmartPoint, Adeptra says 
that delivering the right informa- 
tion to the right person at the right 
time—based on parameters set by 
the user—is what makes two-way 
alerting so compelling. For in- 
stance, a bank could send an alert 
warning that a customer is push- 
ing his credit limit. That infor- 
mation in and of itself is useful, 
but offering customers the abili- 
ty to push a button to accept a 
credit-line increase or transfer 
funds from one account to an- 
other enables mobile banking, 
mobile commerce and any num- 
ber of other services designed to 
make life easier for customers. 
“It’s that just-in-time response ap- 
plication where the money is to 
be made,” Kisielius says. 

The airline industry is anoth- 
er area where Adeptra sees big 
opportunities for two-way alert- 
ing. Instead of sending a text 
message to a customer’s mobile 
phone informing her that her 


flight has been canceled, the air- 
line company could instead send 
a message telling the customer 
it has reserved a seat on another 
flight. Users could then decide 
to push a button to confirm the 
new reservation or push another 
to talk to a ticket agent. The air- 
line turns a negative situation 


into a positive and keeps more 
customers from turning to an- 
other airline carrier out of frus- 
tration, anger and disappoint- 
ment, Kisielius says. 

Adeptra describes its technol- 
ogy as “a fully customizable, scal- 
able infrastructure” for delivering 
two-way alerts to any mobile 


communications device and man- 
aging, capturing and forwarding 
users’ responses. These functions 
are performed over servers that 
seamlessly interact with cus- 
tomers’ back-office systems. 
Inevitably, potential customers 
ask Kisielius about the techno- 
logy used to back up Adeptra’s 


platform. “I say, ‘Don’t worry 
about that. That’s what we do,’” 
he says. 

By turning the conversation 
from technology to solutions, 
Adeptra hopes to push through 
those market uncertainties 
that have sunk some of its 
competitors. MH 
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E911: Great Strides Or Dragging Feet 


Wireless Carriers Select Enhanced 911 Solution Providers For Phase IT 


BY DEBORAH MENDEZ-WILSON 
ineteen years ago local ex- 

N change carriers and other 
wireline service providers 
began contemplating the notion 
of building emergency-dialing 
capabilities into their networks. 


Today, about 90 percent of their 
work is complete. 


officials to more easily and ac- 
curately locate people who make 
911 calls from mobile phones, 
aren’t being rolled out as quick- 
ly as the FCC has hoped. 

“Let’s put it all in perspective,” 
says Zenk, vice president of 
marketing and corporate com- 
munications for TeleCommuni- 


VoiceStream 
Wireless 


Alltel Corp. Phase I: Intrado. Phase II: Has nearly completed 


Carriers And Their Major E911 Vendors 


| Verizon Wireless Phase I, II: TCS, with support from Grayson Wireless, 


a division of Allen Telecom. 


trial with Intrado. 


Phase I: In house, with support from Intrado. 
Phase II: SignalSoft. 


Nextel 
Communications 


Source: SignalSoft 
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As far as Tim Zenk is con- 
cerned, wireless carriers—which 
have been grappling with the en- 
hanced 911 issue since 1996—are 
making pretty good time, thanks 
to what they’ve learned from the 
landline guys. Still, the services, 
which will enable public safety 
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cation Systems Inc., or TCS. 
“Wireless carriers are making 
great strides. We’re doing this 
much quicker and much faster 
than the landline world.” 

Last month, the FCC gave 
several wireless carriers more 
time to get the technology up 


and running. The agency’s orig- 
inal deadline for phase II de- 
ployment was Oct. 1, but most 
major carriers asked for waivers, 
claiming they needed more time 
for test runs and to select ven- 
dors for support services. Carri- 
ers have until Dec. 31, 2005, to 
fully deploy phase II require- 
ments in areas where public 
safety call centers are ready and 
able to handle the information. 
Most of the nationwide carri- 
ers have begun committing to 
vendors that will help them im- 
plement E911 solutions. The ma- 
jority plan on using a combina- 
tion handset/network solution. 
Handset solutions might include, 
for instance, GPS chips that 
would pinpoint a caller’s location. 
TCS recently scored a contract 
to provide support for Cingular 
Wireless’ phase I and phase II 
E911 location services. The com- 
pany also is negotiating a similar 
deal with Verizon Wireless. 
Counting Cingular and Veri- 
zon-the nation’s two largest wire- 
less phone companies—TCS says 
it now serves 20 carriers with 
some 52.2 million subscribers. 
Like its main competitor In- 
trado Inc., TCS offers a tech- 
nology platform that enables 
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Strategis Group for more information on carrier coverage maps and licensing databases. Check out PCS 
Buildout Maps at wirelessweek.com. Exclusive to Wireless Week. 


carriers to deploy both E911 and 
commercial location-based ser- 
vices. Some carriers have opted 
to run outsourced location soft- 
ware on their networks with par- 
tial support from Intrado or TCS, 
which run service bureaus. 
AT&T Wireless, for example, 
runs SignalSoft software on its 
network and gets support from 
Intrado. Others plan to use Snap- 
Track’s handset-based solution 
or software developed by other 
location providers such as True- 
Position or Cambridge Posi- 
tioning Systems. 

It should come as no surprise 
that there are more than a few 
factors complicating the E911 
rollout. Technology is a big one. 
Another is the fact that public 
safety answering points are re- 
quired to file a formal request 
before wireless carriers can help 
them prepare for E911 deploy- 
ment. This point alone has 
caused a great deal of frustration 
in the wireless industry. 

FCC Chairman Michael Pow- 
ell says he is “disappointed and 
unsatisfied” with the progress 
carriers have made thus far with 
phase II deployment. “It goes 
without saying that there is a new 
sense of urgency around using 
mobile phones as important safe- 
ty devices,’ Powell said follow- 
ing the Sept. 11 terrorist attacks. 

But the nation’s 6,000 or so 
PSAPs apparently aren’t ready 
to deal with wireless emergen- 
cies either. According to the As- 
sociation of Public-Safety Com- 
munication Officials-Interna- 
tional Inc., which represents 
many dispatchers that answer 
911 calls, less than 10 percent of 
the nation’s 4,300 police de- 
partments have deployed E911 
service. Some law enforcement 
agencies reportedly are reluctant 
to ask for help because they 
aren’t sure how much financial 
support they can garner from 
local and state governments. 

Intrado recently announced 
that St. Clair County in Illinois 
had become the first in the coun- 
try to deploy network-based 
phase II E911 service. Since the 
first of the year, the county has 
received more than 56,000 
emergency calls from wireless 
phones, accounting for 44 per- 
cent of all 911 calls in the area. 


Zenk says there is so much 
confusion surrounding E911 
that not one PSAP in Califor- 
nia has deployed a solution. In 
fact, several other players be- 
sides PSAPs and wireless car- 
riers are key to making the 
process of turning E911 into a 
reality, including location tech- 
nology providers, landline ser- 
vice providers, public safety 
groups and local, state and fed- 
eral government entities. 

Zenk believes that wireless 
carriers and public safety groups 
together can have phase I re- 
quirements in place within the 
next year if local government of- 
ficials “fully appreciate the ben- 
efits of 911 and fund these agen- 
cies appropriately.” 

Once all agree, consumers 
might finally benefit, too. M1 


The Killer 
Wireless App 


After years of wondering what the 
so-called “killer” wireless application 
will be in the United States, the 
mobile industry may have finally 
found one: enhanced 911. 

A new survey commissioned by 
LetsTalk.com found that 59 percent 
of those surveyed said the ability for 
rescue workers to locate them in an 
emergency was the most important 
feature for a mobile phone to have. 
The second most important feature 
was e-mail, at 23 percent. 

Perhaps carners may want to 
change their focus from data apps 
to meeting the FCC's phase II 
requirements on caller location. 


Verizon's Single 
Billing Package 


Verizon customers may find it 
a bit easier to manage their 
phone bills now that Venzon 
Communications and Verizon Wireless 
are putting all charges on one 
invoice. Through One-Bill, customers 
in New York and Massachusetts who 
have accounts-and good credit 
standing-with both companies can 
consolidate their local, long-distance 
and wireless services. 

The companies are sending post- 
cards to customers to tell them they 
may be eligible for consolidation. 


© Mobile Internet browser 
© Infrared port for data 
© Covers feature Dilbert, wildlife 


Nokia announced widespread avail- 
ability of its latest TDMA handset, the 
Nokia 3360, which was launched ear- 
lier this year. It is the first entry-level 
Nokia phone in the United States to 
feature a WAP browser for accessing 
the Internet. Along with the release 
of the 3360, Nokia unveiled four new 
graphical color covers. Two of the 
new covers feature the comic strip 
character Dilbert, as well as his office 
mates from the popular comic strip by 
artist Scott Adams. Also available are 
covers highlighting the activities of 
the World Wildlife Fund, an interna- 
tional conservation organization. The 
covers feature designs of a Western 
screech owl and the endangered 
humpback whale. 

Nokia 


www.nokia.com 


Globus DSP-1000 


¢ Hands-free speakerphone 


* True digital signal processor 
© Rapid battery charge 


Globus DSP-1000 is a portable in- 
car hands-free speakerphone that 
uses a digital signal processor to 
improve sound quality. The DSP can 
differentiate background sounds, such 
as wind and road noise, and digitally 
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erase them along with echo to allow 
for clearer conversation. The Globus 
DSP-1000 is compatible with the 
Nokia 5100 and 6100 series. 
Additional models will be available by 
Christmas. 

Globus Wireless Ltd. 

877-545-6287 


www.globuswireless.com 


Yagi Antenna 
° 2.4 GHz antenna 
© Solidly constructed 
© Withstands harsh weather conditions 


The enclosed Yagi antenna is solid- 
ly constructed and cannot be opened 
or modified by unqualified personnel. 
The 2.4 GHz antenna has a directional 
12.5 dBd (decibels dipole) gain, with 
an outdoor-rated tubular radome. A 
heavy aluminum mounting plate 
ensures long-term survivability and 
can be mounted outdoors in the 
harshest weather conditions. The rigid 
laser cut internal element is designed 
to yield greater performance than 
stamped or printed circuit versions. 
The antenna has a VSWR of <2.0:1 
GHz to 2.48 GHz. 

Antenex 
630-351-9007 


www.antenex.com 


© Powers cellular, microcell 


and picocell stations 
© Weather resistant 
© UPS module 


The Novus XT 2000 is an AC unin- 
terruptible power system designed to 
back up outside plant communica- 
tion applications. This outdoor power 
system has been designed specifical- 
ly for powering cellular, microcell 
and picocell stations, and it allows 
the Novus XT UPS to operate from 

the AC utility line and supply stable 
output even when amplitudes fluctu- 
ate. The new system provides uninter- 
rupted power. Flexible installation 
allows the option of pole, wall or 
pedestal mounting of the unit. 

Alpha Technologies 

360-647-2360 


www.alpha.com 


Personal Locater Watch 


© Wristwatch-sized device 
© 24/7 monitoring 
° Combination of GPS and 


cellular phone technology 


The Wherify Personal Locator com- 
bines GPS system and cellular phone 
technology. Subscribers of the Wherify 
Watch can quickly determine the loca- 
tion of children, mentally impaired 
seniors or other at-risk people. 

Wherify Wireless 


www. wherifywireless.com 


Gravitas Ranger 400 
e Expandable versions 
© Two rectifier shelves 
© Optional AC breakers 


Unipower Telecom introduces the 
new Gravitas Ranger 400 computer- 
telephony integrated power system. 
The system comes in several versions 
that are all expandable to meet the 
growing needs of small and medium 
installations. The Gravitas Ranger 400 
has a maximum output capacity of 
400 amperes at 48VDC or 800 
amperes at 24VDC. It incorporates up 
to eight high-density, hot-swap recti- 
fier modules; each module produces 
50A at 54.4VDC or 100A at 27.2VDc. 
The complete system consists of two 
rectifier shelves with up to eight rec- 
tifier modules, up to six battery trays, 
optional AC breakers for each rectifier 
module, a control and monitoring sys- 


tem, a low voltage disconnect and a 
DC circuit breaker distribution panel 
with up to 20 breakers. 
Unipower Telecom 
954-346-2442 ext. 343 


www.unipowertelecom.com 


Varililt Antenna 


¢ Network optimization 
© 2.8 inches deep 
* Mounts flat to building or wall 


In dense urban areas, carriers must 
contend with strict visual zoning 
restrictions. To help alleviate these 
restrictions, Decibel Products has 
developed the 894H65VTR-SX, a 
VariTilt version for the DB894 series 
of ultra-flat panel antennas. This 
antenna provides a top-fed connector 
with field selectable down tilting up 
to 10 degrees. It is only 2.8 inches 
deep and is ideal for mounting flat to 
a building or wall. The VaniTilt tech- 
nology allows the antenna to stay 
flush mounted while still providing 
network optimization engineers with 
the ability to focus radiation patterns 
into their target zone. 

Decibel Products 
800-676-5342, Dept. 2000M 


www. decibelproducts.com 


¢ For GSM and TDMA services 
¢ Full e-mails delivered to handsets 
° Flexibility between a phone call 


and the Internet 


Cingular Wireless offers Xpress Mail 
to select GPRS business customers. The 


SHORT TAKES 


®@ SmartServ Online Inc. will 
roll out its SmartServQ wireless 
short messaging service and a 
customized PDA-enabled version 
of its MobileMarkets applica- 
tions to Hutchison 
Telecommunications Ltd. 
before year’s end. SmartServQ 
provides subscribers with access 
to real-time financial market 
quotes, indices and alerts from 
North American and European 
financial markets using their 
mobile phones. 


® Sprint PCS launched two new 
mobile Internet games for its 
Wireless Web customers: Star 
Trek: First Duty, an interactive 
adventure game from Digital 
Bridges Ltd., and Steve 
Jackson's Sorcery!, a role-play- 


ing game based on a series of 
game books. 


® Canadian PCS provider 
Microcell Solutions Inc. 
announced the launch of a new 
GPRS-compatible handset, the 
V66 from Motorola, as part of 
Microcell’s rollout of high-speed 
mobile data services and 
devices. The Motorola V66 world 
phone retails for $650. 


© Pocit Labs will start shipping 
its BlueTalk peer-to-peer starter 
kit, a development tool for 
Bluetooth multipoint ad-hoc 
networking solutions. The 
BlueTalk P2P Starter Kit for 
handheld devices includes 
Bluetooth multipoint CF-cards 
from Samsung Electro 
Mechanics. 
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Motorola i90c, i80s 
° Java/iDEN technology 
¢ Hands-free speakerphone 
© Compatible with Nextel, 
Southern LINC 


Motorola unveiled 
the 190c and i80s 
mobile phones, which 
let users customize 
their handsets with 
downloadable applica- 
tions. Users can choose 
from two new designs: the 
Motorola i90c model is a 


compact flip phone while the i80s has 

a thin sculpted style. The i90c is mid- 

night blue with blue backlit dual dis- 

plays and keypad. It has an exterior 
display to view caller ID, date and 

D time without opening the hand- 

set, a smart button for perform- 

ing multiple tasks with a single 

key press and 10 selectable 

musical files and ring tones. 

» The handset also comes with 

» pre-installed applications, 

j including a calculator, note 

~ pad and the Sega game Borkov. 
The i80 is a silver 

handset with a pre- 


SHOWCASE 


installed mathematical calculator and 
tip calculator. It also has a new 
hands-free earpiece and microphone 
accessory with an integrated “push- 
to-talk” button that allows users to 
access the digital two-way radio fea- 
ture using the earpiece. 

Both handsets use Java technology 
to allow users to download and run 
applications, including corporate e- 
mail, database and directory access 
and games. They also offer a hands- 
free speakerphone for conference 
calls, voice-activated dialing and a 
voice recorder. 


WirelessWeek 


11/12/01 
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service allows always-on access to cor- 
porate Microsoft Exchange e-mail on 
the handset through Cingular Wireless 
Internet Express. The service allows 
customers the flexibility to switch 
between an Internet session and a 
phone call without having to abandon 
an Internet connection or lose infor- 
mation that is being transferred. 
Cingular Wireless 


www. cingularwireless.com 


SPH-N300 


¢ Internet access 
¢ Embedded GPS chip for E911 


© View and send e-mail 


Samsung Telecommunications 
America introduced the SPH-N300, a 
mobile handset designed to meet the 
FCC mandate for enhanced 911 capa- 
bilities. The N300 has an embedded 
GPS chip for using the E911 emer- 
gency location safety feature as well 
as other location-based services such 
as driving directions, traffic and 
entertainment services as they 
become available. 


Samsung Telecommunications America 


www.samsungusa.com 


Locator XPD 


* Tracks and locates TDMA phones 


¢ Map detail presented at street level 
© Designed specifically for the 


mobile environment 


The Locator XPD offers a unique 
solution for mobile system operators 
and law enforcement personnel to 


track and locate TDMA phones. The 
Locator XPD tracks and geographically 
locates a target wireless phone by 
presenting a real-time display of the 
tracking vehicle and bearings to the 
target phone superimposed on a 
moving map display. Map detail is 
presented at street level for the 
entire country. 

Communications Test Instruments 


207-985-7076 


Bluetooth Radio Transceiver 
© Performs in 
radio-intensive environments 
© Low power consumption 


¢ Plug-and-play Class 2 radio 


Ericsson Microelectronics 
announces the Bluetooth v 1.1 
qualification, the latest Bluetooth 
standard, for its PBA 31301/3 radio 
transceiver. The PBA 31301/3 is a 
solution to one of the major prob- 
lems facing designers when imple- 
menting Bluetooth technology: how 
to cost-effectively manufacture 
radio-frequency products in volume. 
The radio is self-shielded and 
mechanically robust features reduce 
end product manufacturing costs. It 
requires an antenna, a 13 MHz ref- 
erence frequency crystal and digital 
control functionality and firmware 
to produce a complete Bluetooth 
link. It operates in RF-rich environ- 
ments, including those where wire- 
less local area network technologies 
such as IEEE 802.11b networks are 
present. 

Ericsson Microelectronics AB 
877-374-2642 


www. ericsson.com/microelectronics 


Plug-in Converter System 
¢ Allows Vdc to operate from 
existing 48Vdc sources. 
¢ LED bar-graph ammeter 


© Form C alarm contacts 


Wilmore Electronics Co. announces 
the 48V-to-130V Series 1625 modular 
dc-to-de converter/shelf system. 
Each 1,000-watt, plug-in converter 
module provides a regulated, 
isolated and adjustable 130Vdc out- 
put from station batteries or other 
widely fluctuating 48Vdc sources. 
High power-conversion efficiency 
(>90 percent), high power density 
(4KW in four rack spaces) and a 
modular plug-in design make this 
converter/shelf system ideal for pow- 
ering new data/communications net- 
works facing growing complexity and 
shrinking installation space while 
providing greater network reliability. 

Wilmore Electronics Co. Inc. 
919-732-9351 


www. wilmoreelectronics.com 


PDA Syne/Charger 


© Synchronize PDA without cradle 
* Charge PDA while synchronizing 
¢ USB cigarette lighter adapter 


Belkin USB Sync/Charger allows 
users to synchronize and charge their 
Compag iPAQ series handheld with 
the same cable. It allows the user to 
synchronize without a bulky cradle 
and while charging through any pow- 
ered USB port. Included in the kit is 
a USB cigarette lighter adapter that 
converts the cable into an auto 
charger. 

Belkin 
800-223-5546 


www. belkin.com 


© Non-solder spring finger center 


conductor contacts 
© Clamp-style outer contact attachments 


¢ Reduced connector parts 


Times Microwave Systems 
announces the availability of two new 
non-solder ‘EZ’ 2-piece N type connec- 
tors for LMR-900-DB and LMR-900FR 
flexible low loss 5/8” 50 Ohm coaxial 
cables. EZ-900-NMC-2 (male) and EZ- 
900-NFC-2 (female) connectors use 
non-solder spring finger center con- 
ductor contacts and clamp-style outer 
contact attachments. Reducing the 
number of connector parts to only two 
makes these ideal connectors for field 
installations. 

Times Microwave Systems 
203-949-8423 


www.timesmicrowave.com 


Network Optimization Platform 


¢ IP based service testing 
e Advanced mobile network data log- 
ging and optimization functionality 
¢ Speeds integrated service deployments 


The NeXus is a flexible solution for 
deploying complex 1X voice and data 
network technology. Designed to 
gather all critical CDMA network para- 
meters from a range of handsets, the 


NeXus is ideal for initial network 
deployments through advanced opti- 
mization. Specifically designed for 
accelerating deployment of 2.5G and 
3G data network technologies, it 
offers comprehensive IP-based service 
testing, coupled with advanced mobile 
network data logging and optimiza- 
tion functionality. Supporting simulta- 
neous voice and data network testing, 
it speeds integrated service deploy- 
ments, ensuring existing voice service 
integrity throughout data deployment. 
Comarco Wireless Technologies Inc. 
949-599-7480 


www.comarco.com 


High Security Wireless Networking 
¢ Two card slots 
¢ User-based authentication 
¢ Automatic key-distribution 


Agere Systems Inc. announces 
ORiNOCO Access Point 2000 (AP- 
2000), which uses Windows XP and 
802.1x to provide high-security wire- 
less networking. The AP-2000 also 
provides a smooth migration path to 
the next generation of high-speed, 
secure wireless LAN technologies. The 
AP-2000 offers two card slots; a sin- 
gle AP-2000 access point can simulta- 
neously host both 802.11a and Wi-Fi 
radios, enabling both networks to 
operate in the same physical space. 

Agere Systems 
866-674-6626 


www.orinocowireless.com 


Tower Parts And 
Accessories Catalog 


Communications 
Corporation 
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° Tools 
¢ Hardware 


¢ Accessories 


Sabre Communications Corp. 
recently unveiled Sabre Site Solutions, 
Sabre’s new tower parts and acces- 
sories catalog. Sabre Site Solutions is 
a comprehensive, cost competitive 
catalog offering tools, hardware and 
accessones designed to meet the 
tower industry's needs. 

Sabre Communications Corp. 
712-258-6690 


www.sabrecom.cem 


High Performance 
Base Station Antenna 


e ISM, 3.5 GHz and UNII bands 
¢ Exceptional sidelobe roll-off 
characteristics 
¢ Front-to-back ratio 
greater than 35 dB 


Radio Waves Inc. offers high per- 
formance base station antennas in 
the ISM, 3.5 GHz and UNII bands. 
These 90-degree sectors include side- 
lobe roll-off characteristics. With a 
half power beamwidth of 90 degrees, 
the roll off is more than 25 dB at +/- 
135 degrees and the front-to-back 
ratio is greater than 35dB. 

Radio Waves Inc. 
978-459-8800 x34 


www.radiowavesinc.com 


BOPS Mobile 
Wireless Processor 
© Performs 802.11a, 802.11b 
and HiperLAN/2 PHY processing 
© Delivers 6000 MIPS of performance 
© Consumes 300 mW 


BOPS Inc’s new Mobile Wireless 
Processor (MWP) handles PHY pro- 
cessing for 802.11a, 802.11b and 
HiperLAN/2 PHY processing with no 
compromise in power compared with 
fixed-function alternatives. Central to 
the MWP evaluation chip is the com- 
pany’s new low-power WirelessRay 
core. BOPS’ MWP was designed using 
industry-standard, low-power synthe- 
sis tools from Synopsys with custom- 
designed memories and register files. 
In addition to the WirelessRay DSP 
core, the chip incorporates 110 kB of 
on-chip RAM, PCI I/F, SDRAM I/F and 
SysAD bus, and delivers 6000 MIPS of 
performance while consuming 300 
mW of power. 

BOPS Inc. 
650-254-2800 


www.bops.com 
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© Internet access 
© Co-packaged with wireless handset 


© Touch screen interface 


Audiovox introduces Maestro, its 
first pocket PC. One of the smallest 
and lightest handheld devices avail- 
able, Maestro features both 32 MB of 
SDRAM and 32 MB of Flash ROM and 
an Intel Strong ARM 206 MHz proces- 
sor. Built-in features include CF card 
(compact flash memory card) and SD 
card (SD or SDIO card) slots. When 
connected to an Audiovox CDM-9100 
wireless phone, the pocket PC pro- 
vides complete Internet access with- 
out the need for an add-on modem or 
an additional wireless Internet service 
provider. 

Audiovox 
631-233-3300 


www.audiovox.com 


© Compact size 
¢ Power and alarm LED display 


¢ Low power consumption 


The USR-1900 Ultra Compact in- 
building repeater is for PCS CDMA A, 
B, D and E-Block applications. The 
Ultra Compact repeater was developed 
to improve coverage in buildings, 
parking structures and other locations 
where wireless reception problems 


exist. The repeater can replace more 
costly equipment to increase coverage 
in marginal reception areas. 
Ace Technology Inc. 
818-718-1534 


www.aceteg.com 


traq-wireless Release 4.0 
© Pager report 
© Departmental hierarchy 
¢ Call detail activity report 


traq-wireless announced its Release 
4.0, which includes the following: 
pager report capability for the man- 
agement of pagers and their associat- 
ed costs, a departmental hierarchy 
function for cost allocation and a call 
detail activity report for individual 
usage profiling. The company claims 
companies can realize up to 30 per- 
cent savings annually on wireless ser- 
vice costs by analyzing wireless usage 
and costs and optimizing each user to 
the right rate plan. 

trag-wireless 


www.trag.com 


© Wireless tower cams 


© Transmitters 


© Receivers 


Mobile Equipment International has 
a new line of remote surveillance 
equipment available for sale or lease. 
With a heightened need for remote 
area surveillance equipment, Mobile 
Equipment International has packaged 
its new series of transportable site 
equipment for a host of customers 
worldwide. The equipment can be 
used at pipelines, industrial facilities, 
water processing plants, airports, rail- 
roads and military installations. 

Mobile Equipment International 
918-493-2666 


BWS 3500 System 


* Improved non-line-of-sight 
performance 
© Uses W-OFDM technology 
° For use in 3.5 GHz band 


Wi-LAN Inc’s BWS 3500 system, for 
use in the 3.5 GHz licensed frequency 
band, offers multipath robustness, 


improved non-line-of-sight perfor- 
mance and high spectral efficiency 
using the company’s patented wide- 
band orthogonal frequency division 
multiplexing, or W-OFDM, technology. 
Operating at a throughput of up to 
192 megabits per second per six-sec- 
tor cell, Wi-LAN’s BWS Series includes 
access points and customer premises 
equipment. It can be used in broad- 
band access applications alone or in 
combination with wired alternatives. 
Wi-LAN Inc. 
403-273-9133 


www.wi-lan.com 


© Hot sync to notebooks 
and desktop PCs 
© Launches any Palm m500 series app 


© Lower power consumption 


TDK’s blueM is a Bluetooth-enabled 
clip-on device that attaches to the 
Palm m500 series of handheld comput- 
ers and IBM (500 devices. Users can 
access e-mail and browse the Internet 
with this off-the-shelf product based on 
Bluetooth wireless standards. The unit 
weighs just one ounce. Users can hot 
sync to notebooks and desktop PCs and 
use a dial-up network. TDK Systems’ 
blueM is the latest wave of Bluetooth 
products in the Go Blue series. 

TDK Systems 


alisonm@lewispr.com 


Spirea, ewd Chip 
¢ Tri-band 
® Voice, data, media networking 


® Single-radio solution 


Spirea and embedded wireless 
devices inc. are developing a tri-band 
(5.8 GHz, 5.2 GHz and 2.4 GHz) and 
multi-protocol chipset for wireless net- 
works targeting applications such as 
wireless local area networks, network 
interface cards, access points and 
gateways. The new wireless chipset 
supports 802.11a, 802.11b and 
HiperLAN wireless protocols with a sin- 
gle-radio solution for simultaneous 
voice, data and media operation. The 
chipset enables end-users to simulta- 
neously place and receive phone calls, 
use cord-free streaming audio and 
video, share PC peripherals and 
Internet access, plus share high-speed 
data wirelessly between multiple PCs. 

embedded wireless devices 


www.ewdi.com 


Grasshopper WLAN Receiver 


© Track down unauthorized WLAN users 
© Pinpoint sources of interference 


© Optional direction-finding antenna kit 


The Grasshopper from Berkeley 
Varitronics Systems is a handheld 
wireless receiver that sweeps and 
optimizes IEEE 802.11b wireless 
local area networks by scanning all 
14 channels and detecting narrow- 
band multipath interferences such as 
microwave ovens and frequency hop- 
ping systems. New features include 
PEAK for antenna alignment, SSID 
network identification, WEP privacy 
encryption detection and Packet 
Error Rate. 

Berkeley Varitronics Systems Inc. 


www. bvsystems.com 


* Wireless airline check-in 


© Voiceprint verification 


¢ Barcode-based boarding pass 


Aeritas Inc’s FreedomPass is a new 
wireless check-in and security solu- 
tion for the travel industry that uses 
voiceprint verification along with a 


barcode-based boarding pass linked 
to a passenger's photo I.D. A voice- 
print match verifies a passenger's 
identity before the traveler reaches 
the airport. After voiceprint verifica- 
tion, a barcode-based boarding pass, 
along with flight information, is dis- 
played directly on the passenger's 
mobile phone or personal digital 
assistant. The barcode is scanned at 
the gate while boarding and presents 
the passenger's stored photo I.D., 
which is displayed using existing gate 
equipment, providing a second mea- 
sure for verifying a passenger's identi- 
ty. The system also can be linked to 
government databases for watch-list 
criminal checks. 

Aeritas Inc. 


www. aeritas.com 


Apriva POS Version 1.0.9r 


© Device and network agnostic 
© Customized merchant setup 


© Receipt management on device 


Apriva Inc’s newest version of its 
point-of-sale software, 1.5.5r, gives 
users greater flexibility in their daily 
transactions. The 1.5.5r upgrade 
works on both the Motient (DataTAC) 
and Cingular (Mobitex) wireless net- 
works, and has been certified by the 
major credit card processing services. 
The POS software was developed to 
work with Apriva magnetic card read- 
ers, which connect to Research In 
Motion Ltd. BlackBerry devices. It 
also works with any terminal that is 
connected to the Apriva POS net- 
works. Apriva’s system is device and 
network agnostic, enabling it to work 
with virtually any device or network, 
and its infrastructure provides point- 
of-sale, magnetic card, barcode scan- 
ning and Smart Card capabilities to 
wireless devices. 

Apriva 
480-421-1210 


www. apriva. com 


Submission 
Information 


Send your new product 
announcements, along 
with a high-resolution 
(300 dpi, minimum size 
3-inch square) photo, to 
btellinghuisen@cahners.com. 
Wireless Week will consider it 
for possible inclusion in an 
upcoming issue. 

Products in this section 
have not been tested by 
Wireless Week, and Wireless 
Week is not liable for perfor- 
mance claims. 
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Life After AT&T Wireless 


BY SUE MAREK 

hen you think of wireless data gurus, Kendra Vander- 
Up ssscns name often comes to mind. The former head of 

AT&T Wireless Group’s data initiative and most recently 
senior vice president and special adviser to John Zeglis, the chair- 
man and CEO of AT&T Wireless Group, VanderMeulen played a 
key role in AT&T Wireless’ early wireless data development and 
deployment. She is credited for much of the vision behind AT&T 
Wireless’ PocketNet service and is known for her outspoken views 
on wireless data. 


“At the moment I don’t miss 
big corporate life.” 


But after years of corporate life (besides her stint at AT&T Wire- 
less, VanderMeulen worked for Cincinnati Bell Information Systems 
and held several management positions with AT&T Bell Labs), Van- 
derMeulen left AT&T Wireless in August to pursue her own con- 
sulting business. 

Currently she works with pre-initial public offering companies in 
the wireless Internet space, dealing with firms she already has a re- 
lationship with, either as an adviser or as a member of their board of 
directors, including such up-and-comers as UIEvolution, GoAhead 
Software, QPass and Thinkshare. 

VanderMeulen helps these companies with their strategy and prod- 
uct development, and they benefit from her vast expertise. “It’s fun 
to work with these companies. I find it meaningful and constructive 
to do this for an industry I love,’ VanderMeulen says. And with her 
high-profile background, VanderMeulen is finding that her skills are 
in demand. “I’m realizing how few people there are in the industry 
with an in-depth background in wireless and an in-depth background 
in software.” 


Alleged Fraudster Fleeces Flock 


BY SUE MAREK 
arishioners at the San Jose, Calif., Father's House church 
Poros didn’t have a prayer when they fell for a scheme 
plotted by fellow churchgoer Steven Ristau. 

According to a lawsuit filed by the Securities and Exchange 
Commission in a San Jose federal court, Ristau, founder and CEO 
of PacketSwitch.com, allegedly raised more than $3.7 million by 
claiming that his company had developed a new proprietary wire- 
less technology that could broadcast movies over the Internet 
and provide last-mile, high-speed bandwidth. 

Ristau then lured investors, many of them friends and members 
of his church, by showing movie clips at the company’s office. 
Although he claimed the movies were sent wirelessly from a site 
12 miles away, he actually was using an off-the-shelf commercial 
product to transmit the video clips. 

But faking wireless transmission wasn’t Ristau’s only vice. He 
also told investors the company was in the process of obtaining 
patents for its technology; had substantial operations in Africa 
and Asia; and had strategic partnerships with a variety of large 
publicly traded telecom firms. 

So without technology, patents, equipment, customers or con- 
tracts, what did PacketSwitch.com do with the $3.7 million it 
raised by making these allegedly false claims? According to the 
SEC, Ristau channeled much of it toward personal expenditures, 
including a $1.8 million home and a vacation to Hawaii. 

But Ristau could be in hot water now. According to the 
Santa Clara County District Attorney's Office, the former 
PacketSwitch CEO is accused of defrauding more than 700 
investors. If convicted, he could face up to 18 years in prison. 


FACETIME 


Kendra VanderMeulen, most recently senior vice president and special 
adviser to John Zeglis, the chairman and CEO of AT&T Wireless Group, 
finds her new stint as a consultant fun and meaningful. 


Working with small firms is a refreshing change for Vander- 
Meulen, who is finding satisfaction by helping these companies 
bring a new perspective and new product to the wireless arena. “At 
the moment, I don’t miss big corporate life;’ VanderMeulen says. “I 
definitely have a new perspective from being out in the small com- 
pany side of the world.” [1 


SAYS WHO? 


Wireless Week recently posed this question to industry leaders: 
“Tf the industry could start all over with the wireless Web, 
what do you think should be done differently?” 


“A fundamental error many made about the wireless Internet was 
the notion that a PC could be crammed into a phone ... the user 
scenarios were unrealistic. Going forward we need to think different- 
ly about the wireless Internet and create purposed designs given the 


form factor of the device and the limitations of the network.” 


—Steve Hooper, partner with venture firm Ignition 


“What's needed to fix today’s slow, boring and irrelevant wire- 
less Internet is a full analysis of target customers and a set of 
content that is relevant to their daily lives. The i-mode phenome- 
non proves that focusing on content and applications is more 
important than confusing users with jargon such as “WAP.” 
“xHTML” and “Java.” DoCoMo has never used the word “Internet” 
in its i-mode marketing ... the “i” stands for information.” 

—Satoshi Nakajima, president and CEO of UIEvolution 


“The terms ‘Wireless Web’ and ‘Wireless Internet’ created 
absolutely unattainable expectations among users. The hype 
promised consumers that they'd be watching live CNN video while 
downloading MP3. The reality-pecking out an address on a 12- 
digit keypad and squinting at a 4-line display-never stood a 
chance.” 

—Martin Dunsby, global leader of 
Deloitte Consulting's wireless initiative 


UN THE MOVE 


Leap Wireless International 
Inc. appointed Manford Leonard 
as vice president of finance and 
controller. Leonard has more than 
20 years of experience in the 
financial industry. Before joining 
Leap, he held senior accounting 
positions at Excite@Home and 
Sun Microsystems Inc. 

e 

Motorola named Kevin 
Loosemore as president of 
Europe, Middle East and Africa, 
replacing Fred Kuznik, who retired 
in June. Loosemore joined 
Motorola in June from IBM, 
where he was chairman and chief 
executive of IBM United 
Kingdom. 

Motorola also hired an automo- 
tive veteran and former Bosch 
executive, Jacqueline Dedo, as 
vice president and general man- 
ager of worldwide market opera- 
tions for the Automotive 
Communications and Electronic 
Systems Group, reporting to 
Marios Zenios, senior vice presi- 
dent and general manager of the 
ACES Group. 


A 


LOOSEMORE / MOTOROLA 


For more personnel 
announcements, go to 
WirelessWeek.com. 
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ference and Expo in New York 
City last week with more than 
1,500 registrants. In addition, 
CMP Media expects its first Inter 
net+Mobile Conference & Expo- 
sition in San Francisco to find 
success in September. 

Both of those shows have some 
thing extra to help draw participa 
tion and sponsorship. Early on. 
Wireless One signed up Microsoft 
Corp. as a major sponsor, while In 
temet+Mobile will coincide with 
CMP’s seventh annual WEB2001 
conference. Big name sponsorship 


lion in annual business, strong 
footholds in two continents and 
markets for both CDMA and 
GSM wireless technology. 

Just as people were warning 
to the idea of Lucent and Alcatel 
getting together to create the 
world’s biggest communications 
gear maker, the two companies 
abruptly announced last week 
that their talks had ended 
Whether it was Lucent’s distaste 
with the terms—with Alcatel fa- 
voring a trkeover and Lucent 4 
merger of equals—or the falling 
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technology co 
verge or compete? 
See Page 12. 


Qwest Wireless has people 
tatking with its new 
voice service, 


company that filed for 
Chapter 7 bankruptcy 
in May. Perhaps such 
diverse backgrounds 
aren't indicative of a 
future in telecommun- 
ications, but those in 
question are Kevin 
Martin, Michael Copps 
and Kathleen Abernathy, 
respectively, the incom- 
ing FCC commissioners. 
Abernathy and Copps 
were sworn in last week. 
Martin's swearing in hit 


By Brad Smith travel, expenses and advertising. The and complementary events are two shares of both companies, exec- a snag, however, as the 
wireless industry isn’t immune and _ of the factors that help make a trade utives from France's Alcatel and term he was appointed 
probably has been affected as much — show successful despite the eco the United States’ Lucent tumed to fill won't begin until 


here is something missing 
from this week's SuperComm 
2001 trade show and confer- 


ence in Atlanta, That something is 
one of SuperComm’s side events. 
the PressOne reception by JP Davis 
& Co., which was canceled for 
lack of sponsors. 

PressOne’s cancellation is symp~ 
tomatic of what is happening at a 
number of trade shows and confer- 
ences during this year's economic 
downturn. Sponsorships and atien- 
dance figures are down at many 
events as companies cut back on 


of more than many other industnes. 

One of the more striking drop- 
offs occurred at CTLA’s Wireless- 
Agenda show in Dallas in early 
May. The 2000 show was so well 
attended, with about 1,100 dele- 
gates, that many of the events were 
standing room only, This year's at 
tendance was dramatically lower, 
with only 500 registered, and even 


that figure seemed generous based 
on the small number of people actu- 
ally showing up at several events. 
Sull, some shows are bucking the 
trend and event companies continue 


This callection of articles : 
analyzes the downturn and 4 
{ts pressure on vendors, thelr 
suppliers and the people who 4 
a 
B 
=| 
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nomic downtum. 
continued on page 5 


continued on page 74 


Facing The Shakeup 


By Margo McCall 


ireless phone manufactur 
ing used to be fairly pre- 
dictable. The solidly di- 


vided Tier | and " 
Tier 2 play ; 
could depend 


iy 


‘on escalating 
growth, firm sales 
predictions, seasonal 
patterns and long-es- 
tablished carrier rela- 
Wonships to deliver prof- 
its time and time again. 
But in today’s shifting 
Jandscape, suddenly much 
of the predictability is gone. 
The division between Tier | 
and Tier 2 players has blurred, 
growth is slowing, sales predictions 


liance on the replacement market, 
and you have an industry with some 
serious challenges on its hands. 

The latest sales and market share 
figures from Gartner Dataquest re 
flect the massive changes taking 


Handset maker 


furzy on futur 
allouts 
could result 


July 1, Senate confirma- 
tion is required before 
the new term begins. 


Glitches Mar 
DoCoMo's 
3G Test Run 


NTT DoCoMo's limited 
triat run of third-genera- 
tion services impressed 
users but was marred 
by software glitches and 
disrupted e-mail after 
{ts kickoff in Tokyo last 
week. That's the reason 
for the limited rollout, 
DoCoMo says: to find and 
fix technical problems 
before the widespread 
introduction of 36 
services in October, 
DoCoMo planned to 
distribute 4,500 phones 
for the trial. Users are 
promised always-on 


7 


oars 


PANS 


ba — 
_—-. a % 
% 


RSG A CS SARI Disease NE EE NE A NN RO RR IS ESOT I SIE ASNT INTOSAI TN DEES ISS IE 


A e ~~ make the wireless industry fly. are all over the map and seasonal place. In the first quarter, Germany's access to the Internet, 3 

: é Seir6ah Seite be Sigs 3K patterns no longer hold tue. Add (@ Siemens knocked Sweden's Ericsson e-mail and video : 

F bs a that inventory buildups, shrinking from its long-held position among stseams at speeds up y 
if be oe margins, the delay in third-genera- the top three manufacturers. Further, to 40 times faster than g 
£ 5 et EN Nes tion rollouts and an increasing re continued on page 74 current mobile phones. H 
v4 


is 


y 
i 
x 


; ‘ 7 

at ener aad ] eee 

: P + , > 

\ ff a ; 

f 7 

é 7 

f 4 ie an 

a ;. & a 2 pnts nm 


Order Custom Reprints To Maximize Your Celebrity Status 


When your company is mentioned in Wireless Week, custom reprints are a perfect 
way to extend visibility and strut your stuff. Highly credible, prestigious and 
surprisingly cost-effective, reprints are an effective marketing tool. Insert them in your 
press kits, create direct mail campaigns or cover the trade show floor with your news. 


Ah, go on and show off! Call Chris Schroll today 


at . e-mail: cschroll@cahners.com 


Products and Wet 
You Dont Want Io 
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Wireless Week is committed to keeping its readers informed about the latest products, services and web sites for the wireless marketplace. We’d like to call your attention to a 


showcase of very special products brought to you by Wireless Week advertisers. Feel free to call them directly or visit their Web sites using the information in this special section. 


PRODUCT SHOWCASE 


#1 Cellular Phone Holder 


Gripmetic 
Magic Hands 


Magnetic 
?* button 


ee 


Bicycle 
ez ee ICATIONS 
Manufacturer, Importer & Distributor of Wireless Accessories 


(Sales) 714-441-3160 
888-327-9235 


www.cellular-business.com 
e-mail: ezc@cellular-business.com 


PRODUCT SHOWCASE 


EPPI 


Electronic Paging Products, Inc. 


Communications you can rely on 


¢ MOTOROLA Quality Products 

e “Old-Fashioned” Customer Service 
e Reliable Information 

¢ Competitve Pricing 


e Central Location 


MOTOROLA 


Authorized Paging Distributor 


Electronic Paging Products, Inc. 
888-780-7405 (Sales) * 888-780-7404 (Fax) 
333 SW 9th Street, Suite F © Des Moines, IA 50309 
www, epagingproducts.com 


Universal 
wi flashing 
bicycle phone holder Sports Series 
Goose-Neck 
Slide-in Mount 


PRODUCT SHOWCASE 


New Fonotec Retractable, Baby Shark 
ATTACK! « 


Fonotec¢ (¢ 


j) InkTec Co., Ltd. 
1124, Shingil-dong, Ansan, Kyungki, 425-839, Korea 
] Tek +82-31-493-7388 Fax: +82-31-492-2041 
™) www.fonotec.com / E-mail info@fonotec.com 


PRODUCT SHOWCASE 


ol os 


* HANDS-FREE, NO WIRES! 55 ; 
+ REDUCES EMISSIONS BY 498 
* SAFE AND LEGAL! 


© FITS EITHER EAR. 

* MEETS ALL HANDS: 

+ DRIVE AND TALK IN COMP 
© 10 HOURS TALK TIME, 20- 


GET READY FOR BIG, 


R28 R2N HEADSETS. HANDS-FREE, NO-WIRES. 
==) WORKS ON ALL CELLULAR PHONES. LEGAL & SAFE. 


CALL NOW: 1-888-901-3478 EXT. 3 


R2 & R2N WIRELESS HEADSET IS EXCLUSIVELY DISTRIBUTED BY GLOBALPLEX WIRELESS 
R2 & R2N ARE TRADEMARKS OF ADVANCED WIRELESS TECHNOLOGIES, NEW YORK, NEW YORK 10022 


PRODUCT SHOWCASE 


Get Your Business 
Noticed!! 


3-D Cell-Signs 


by Touchdown 
Promotional 
Equip. Corp. 


¢ Signs are 7 feet 6 inch- 
es by 37 inches. 
Backlighted with a face 
that's viewable from 
both directions make 
our 3-D Signs stand out 
day or night. Custom 
made of high impact 
fiberglass in any color. 


Please call for details and prices. 


1-877-773-6720 ¢ isellsigns.com 


PRODUCT SHOWCASE 
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www.wirelessweek.com 


For information on advertising in the Product and 
Web Showcase in print and on the web, call Miene C. 
Smith or Matt Allsopp at 1-800-238-2109 or fax to 
1-617-630-3925. 


Product and Web Showcase 
800-238-2109 © www.wirelessweek.com 
275 Washington St. * Newton, MA 02458 
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AN ADVERTISING SECTION FOR: BUSINESS OPPORTUNITIES » CAREER OPPORTUNITIES * EQUIPMENT MARKETPLACE * EQUIPMENT ACCESSORIES * EQUIPMENT 
WANTED ¢ EQUIPMENT REPAIR @ LICENSING ¢ PRODUCTS AND SERVICES © PROFESSIONAL DIRECTORY © PUBLICATIONS © SOFTWARE ¢ TOWER SPACE © TRAINING 


CALL MIENE C. SMITH OR MATT ALLSOPP 1-800-238- 2109 


PROJECT MANAGER 


Project Manager needed in Sunny South Florida. Must be familiar 
with all types of communication construction, possess extensive 
background in general contracting working as a manager and real 
team player on projects. Requires excellent client relations and 
teamwork. Competitive Salary + Benefits. Call (561) 740-7727 or 
fax resume to: (561) 740-7716. 


Faculty Positions In the Area 
of Telecommunications and 
Networking Purdue University 


Purdue University’s Department of Computer Technology invites appli- 
cations for four or more tenure-track, assistant professor positions at its 
West Lafayette home campus and various statewide outreach campuses, 
beginning in January 2002. The department's mission focuses primarily 
on teaching, educational scholarship (not basic or applied research), 
and industry/professional outreach. Two West Lafayette positions exist in 
the area of telecommunications and networking, one focusing on net- 
work administration and management, another focusing on wireless 
applications with an opportunity to design and setup a new lab. Another 
West Lafayette position is in the area of software development using 
Java, Visual Basic and web scripting languages for object-oriented, com- 
ponent-based internet, and client/server information systems, with some 
database experience desirable. West Lafayette candidates must partici- 
pate in both undergraduate and graduate education assignments. 
Candidates for statewide outreach positions should be able to teach a 
variety of foundation courses in end-user computing, application pro- 
gramming, database, systems analysis and design, and data communi- 
cations. All candidates must have an earned Masters Degree in a rele- 
vant field (the doctorate is not a requirement for employment, promo- 
tion, or tenure for these positions). All candidates should have at least 
three years of full-time, relevant, industrial experience in information 
systems and business computing. Prior teaching experience is also pre- 
ferred. Applications will be accepted until the position is filled. Send a 
detailed resume and academic transcripts to CPT Search and Screen 
Committee, Ad Code NW, Department of Computer Technology, Purdue 
University, 1421 Knoy Hall 242, West Lafayette, IN 47907-1421. 
Questions should be directed to Professor Jeffrey L. Whitten (West 
Lafayette) at phone (765) 494-4545, or on the internet at 
jlwhitten@tech.purdue.edu. Purdue University is an equal opportunity 
employer, affirmative action employer. 


EXCLUSIVELY SERVING NEW YORK, NEW JERSEY & CONNECTICUT! 
Thinking... 


about expanding your wireless 
business or maybe starting one? 


MOBILE 
COMMUNICATIONS 


i) L. LJ S Inc. 
Can Make The Connection. 


Capitalize On The Fastest Growing Industry In The World. 


As a full service Wholesale Master Dealer, Mobile Communications Plus can set up your wireless retail 
business with informative business consulting, one-on-one training sessions and expert support. So 
whether you're already in wireless and wish to expand or would love the opportunity to get into the 
fastest growing industry in the world, Mobile Communications Plus can lead you to UNLIMITED PROFITS. 


+ You have the ability to activate -You participate in a powerful Co-Op 
Customers instantly, on-line. Newspaper Advertising Program 


- You are supplied with the latest point-of- «You develop strategic business plans with 
purchase materials, displays and signage. your supplier to stay on top of your game. 


MOBILE _..: . 

COMMUNICATIONS bn aasectbaiace Engineers 1 | 
=) ; Ba LJ oe authorized dealer S V-COMM, one of the industry’s a ec om 

inc. ene ; woe fastest growing telecommunitations 5 % a 


engineering firms, with offices in both 
Philadelphia, PA and Princeton, NJ 
areas, is looking for engineers at all 


To inquire about the opportunity of a lifetime call Sales Support experience levels. | ee it 


RF ENGINEERS eguired executive search consultants 
ca = fot X 239 experience in Broadband, Wireless ; l Ab * ane 
Data, TDMA, CDMA and/or GSM, 
. Z . Cellular/PCS, pag ing, SMR/ESMR, WIFeless recruiting specialists 
or email us at: salessupport@mobileplususa.com 


network planning, RF design, and 


; optimization, BSEE or advanced 
24 South MacQuesten Parkway + Mount Vernon, New York 10550 ee ae or eciraiend exenien. Contact George Orr 
Interested individuals must have the ability to Austin Texas 
“Le 4 inisod © De Al 3 ) 


work in the United States. Willingness to 


travel required. We offer an excellent salary 30 years experience in wireless 


& generous benefits. 


Please send resume with salary 
With Wireless Week ey aire a 512-261-3290 Fax: 512-261-3278 


Classified Ads 


e-mail: gorr@telecomconnections.com 


Call Classified Sales oman an ner na “a 
800-238-21 09 MIM .« | Visit US 0 e an e 


or Fax: 617-630-3925 ig ee www.telecomconnections.com 
o HR Dept, V-COMM, L.L.C. 


| j ¥ 3 1710 Walton Rd., Suite 100 
i 3 x ‘ Blue Bell, PA 19422 # Fax: 610-567-0150 
Wireless | Blue 
wrk | E-mail: careers-ww@vcomm-eng.com 
‘ www.vcomm-eng.com 
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CELLULARONE 


Located on the beautiful central coast of California, our fast growing 
company is an industrial leader in the dynamic field of telecommunications. 
Our growth has resulted in the immediate need for self-motivated 
career-minded professionals to fill the following positions: 


RF Engineer 

© Responsible for all growth and maintenance associated with CellularOne's operating system's cell sites and facility interconnects between the MTSO 
and the cell sites. 

© Works closely with the cell site acquisition and development team on site location and integration. 

© Requires 2 years technical training, two years experience in communications, background in telephony analog/digital switching systems. 

e Experience in two-way radio or microwave experience and in optical fiber digital data transmission. 

e Experience in spectrum clearing, pocket data and circuit switch data systems. 

e Ericcson switch experience a plus. 

e BS degree, FCC second class license. 


Switch Tech 

e Responsible for ensuring the security of the MSC. 

e Maintain and service 1.544 M bit digital carrier systems, MTDO power plant and standby generators as well as all test equipment. 

¢ Monitor and maintain translational operating data base associated with system and statistical system. 

© Requires 2+ years of technical experience in a wireless industry, training in Ericsson switching systems and/or service platforms. Experience using test 
equipment. 


Wireless Operations Manager 

© Responsible for the growth and maintenance associated with CellularOne's operating systems, vertical services and all associated leased or owned 
interconnect facilities. 

e Supervises the activities of the switch and field personnel. 

¢ Collects and prepares system performance reports. 

© Requires digital switching and/or digital PBX experience, knowledge of networking and transmission testing, and supervisory experience. 

© RF background, good organizational and planning skills desirable. 

© 3+ years of network /systems integration experience in telecommunications, and technical management experience. 


Cell Site Technician 

© Performs maintenance and repairs on cell sites, radio and microwave equipment and ancillary interconnection equipment. 

e Implements, conducts and coordinates the operation, repair, maintenance and expansion of all systems operated by CellularOne. 
e Maintains inventory records related to switch/cell site equipment and new site construction. 

© Monitors cell site statistics and system performance daily. 

© Requires T] knowledge in a digital environment. 

e Requires degree in electronics or 3+ years of practical experience. 


Billing Supervisor 

e Provides supervision of billing department personnel and functions 

e Analyzes billing-related data and develops forecasts and report trends. 
© Requires 4 years supervisory experience in billing or related field. 

e B.S. degree in related field (may substitute experience for education). 
¢ Understanding of telecom industry and issues affecting wireless billing. 
© Ability to analyze and report billing data revenue, including trends. 

© Bilingual skills (English/Spanish) a plus. 


Please respond to: Human Resources, 733 Marsh St., San Luis Obispo, CA 93446 
Or email: tstegman@c1 -slo.com 
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Refurbished nate 


GSM 1900 (PCS) UNLOCKED 


otorola, Nokia, Ericsson 
All arise individually pclae | in plain white box 
including user instructions. GSM Service & Repair. 
WwW.comsig.com 


Call 800-423-2565 « Fa 661-252-3100 


Super Fair Cellular 


(313) 341-0900 


QUALCOMM 820 
STAR TAC 7868 


Minimum of 20 Phones 
CALL FOR AN EXTENDED LIST! 


CARRIERS E-MaAiL Your LIST 
OF EXcEss INVENTORY TO 
ASONNA JOR @AOL.COM 


R.-QREST 


RF 


We Buy & Sell 
New, Refurbished & Used 
Cellular Phones & Accessories 


Audiovox, Nokia, Motorola, 
Kyocera, Phillips, Sony, 
LG, Ericsson, Qualcom 

Analog, CDMA, TDMA and GSM 


Ph: 305-436-8888 ¢ Fax: 305-436-8889 
e-mail: sales@rforest.com 
www.rforest.com 


TimeLogic 

580 Syivan/Avénue 
Englewood Cliffs, NJ.07632 
t. 201.5417. 6699 

f. 201.541.8484 


We Welcome: 
¢ Dealers ¢ Distributors 
¢ Retailers « Wholesalers 


Call Toll Free 1-877-252-9988 


Reg. 10 for $299.50 


“if readers can’t find dozens 
of things to put to work tomor- 
row making them more money [ij 
then they’re not trying. 


“It’s the kind of book you need a highlighter in hand 
when you read it because you're going to want to 


come back and find ideas again and again.” 
— Tom Brooksher, the first Publisher of Wireless Week 


On sale! 10 for $100 Check’em out on our Web site: 


hownet.com 


WIRELESS WAYS 
, 50 ways to grow your 
“~ wireless business 
| ) “includes channel 
analyses for Retail, 
iMeeiielfidirect,and B2B 
distribution 


by Edmond H.Legum 


CELLULAR AMERICA DISTRIBUTING 


Cellular Phones For Sale - Refurbished, Used, New 
High Quality and Low Prices 
1000's of Phones in Stock: CDMA, TDMA & Analog 
Leading The Industry Since 1987 
We Buy & Sell New & Used Phones ¢ Accessories 
www.cellam.com 
(619)624-2404 FAX (619) 624-2575 


CALL NOW FOR OUR LATEST FAX LISTING! 


at 
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! NOTICE! 
SAVE ¢ SAVE « SAVE 


Qa e s 
Califarnia Radio 
www.californiaradio.com 
Order On-Line Now!! 


Clo 
Rust 


iA 


800-231-0103. 


Wireless 
Remanufacturin 
Experts 


We are known for our famous blue box. 
But what makes it so special? 


It contains only phones that have been tested, 
retested, and refurbished to work and look just like new. 7 


Then, we toss in a one-year warranty. 


Wi ’ 
ire New, used, and remanufactured wireless phones 1-600-527-4700 
www.thewirelesssource.com 


email: sales@twsmail.com 


FALLING PRICES @ RMS! 


Memo Express $37.00 
“900, VHF UHF in stock 


Advisor Gold $ 23.00 


1S 350 $18.00 
800-677-2072 


Have you or your company ever been 

mentioned in this Cahners publication? 
If so, you have a very powerful 
marketing tool at your finger tips. 


SOLARCOMM WIRELESS 


MOTOROLA, NOKIA, AUDIOVOX, LG, 
ERICSSON, KYOCERA, SAMSUNG, ETC. 


Let Cahners Reprint Services turn 
your editorial into a marketing piece 


_WHOLESALE PRICES! 


PHONE: 866.SELL PHONES 
Fax: 480.945.5531 
WE BUY AND SELL, NEW OR REFURB! 
ANALOG OR DIGITAL! Call us today a 
E-Mail: sales @ solarcommwireless.com (800) 32 3-4958 
Visit us at: www.solarcommwireless.com Cotas wecrins weak te son 


that delivers real impact! 


= F see By E. Touh e. + Des Plai 00 
For The Best Prices Under the Sun (847)390-2361 = Fax (647)390-2798 » RepelatsG@cehners.com 


-_ EQUIPMENT MARKETPLACE 


ER] QUALITY CELL PHONE ACCESSORIES 
eel AT WHOLESALE PRICES _ 


e We are in quality service and ee PBs 
° 'e Professional sales people available to handle your oe 


e Attractive retail packaging available 


Call Toll Free: 1-877-560-7700 In New York: 1-631-777-2277 www.carcord.com 


RORDWATTIOR 


by iGo® Corporation 


Holiday Cellular Kits Now Available! 


Wrap up the holidays with Road Warrior's cellular essential 
kits! We've bundled together our best selling cellular 
accessories in eye-catching holiday packaging sure fo sell! 


How does your current cellular supplier compare to the 
Road Warrior advantage? 


All Road Warrior products are guaranteed to meet or 
exceed industry standards and OEM specifications 


World class, personal, account service 


Over 3,500 competitively priced Road Warrior and y 
accessories including Nokia, Motorola and Ericsson, 
outfit every cellular phone, notebook and handheld 


*Order now and save up to $375! 


Exclusive Year End Savings! Receive an instant rebate up to 
$375 on every order placed before November 30, 2001. 


Call 888-819-5493 for more information now! 


Enter to WIN 


1 of 10 Compaq iPAQs Accessori es§ 


at www.igoproducts.com/ipaq cellular « notebook + handheld 


PRER RID SAYA = www iggeeprrerediets coo 


80 Suffolk Court Hauppauge, New York 11788 


DIGITAL, Toll Free 1-800-671-1275 Fax 1-877-673-2746 


Wns iecescomes By Maisha =n New York 1-631-273-7302 Fax 1-631-273-2746 
New From Malsha Products!!! 


FM RADIO HANDS FREE receipe 


For CDMA Systom 
’ 


Get Them While You Can. It is Going To Be The Hottest 
Item For the Next Year. We Have Them In Stock For Any 
CDMA Phone That Has A 2.5 mm Earpiece Port. 
Simply Plug It In and Tune The Radio to Either 
88.7 or 106.5 and You Can Hear The 
Conversation Via The Car Speakers. There is no 
Cassette Required to Load, It Is That Simple. 


CELLULAR AND PCS ACCESSORIES FOR ALL PHONES 


Call for Free Catalog Visit our Website at: www.malsha.com 


PAGERS 


PBI Paging Inc. 


New NIXXO Platinum Pagers $24 On 
New NIXXO Maxima Pagers $40 FREQ 


Used Motorola Pagers $7 & Up Add 
1-877-631-8884 Robert $5 
Ask About Quantity Pricing 


Email uc: | We Purchase All IDEN Models. 
chatfield@cahners.com 


mallsopp@cahners.com 


Call Reliable Communications 
Toll Free @ 877-257-2346 


| <1 Back + | ” | address \€) https teow wmsincorp. com 


©2001 iGo Corporation. All rights reserved. keycode: wirelessweek5 


WE BUY eSELLeTRADE 


PAY TOP DOLLAR! 


EQUIPMENT SALES 


America’s source for Motorola 
pagers and accessories! 


vep (SY MOTOROLA 
Authorized Paging Distributor 
PO Box 550999 


Dallas, Texas Remember, When You Think of Pagers Think of VCP! 
mesic 800-442-7001 ° Fax 800-637-7995 * www.vcpcom.com 


International 


WMS Wireless Management Solutions, Inc. 


For Employers Search Jobs Post AResume My Account About WMS 


Wireless Employment Custom Services 


if you are looking for Wireless Jobs 
you have come to the right place 
Wmsincorp.com has been designed 
to provide the Wireless industry a 
total solution to staffing needs! 


What are custom services? Basically 
they are services our company offers 
in an effort to build-out networks 
effectively under budget and on-time 


Your Source 
ms Wireless Employment and Custom Services 


From site construction to equipment 
upgrades to employee placement, 
Wireless Management Solutions has 
the expenence and ability to provide 
best part is that using this site is turnkey solutions and professional 
FREE| Click here to see our Wireless management services for the 
Jobs! wireless telecommunications 
industry. 


With a massive database of wireless 
jobs and prospective employees, we 
have something for everyone. The 


if you are an employer looking to post 


a job for free, click herel 400 Dominion Drive Suite ror 


Morrisville, NC 27560 
WMS provides these services nationwide —°: 919-402-6211 F: 919.402.6148 


EQUIPMENT ACCESSORIES 


For more information, click herel 


*) "The ae scr 
“ AGMI ” 


ae Kh “The Rare Breed” 


in the Label Industry! 


* ON TIME DELIVERY . 

* PRODUCT GUARANTEE é 

* GLOBAL CUSTOMER BASE 

* EXCEPTIONAL CUSTOMER SERVICE Cellular 


© HIGHEST QUALITY MATERIALS ONLY 
* LOGO'S DESIGNED @ NO ADDITIONAL CHARGE 


1425 LeMay, Carrollton,Tx 972-242-0439 * 800-875-7859 www.ANCHORGRAPHICS.com 


626-856-0430 


Se p oY E-mail Our Classified Team 
we 


mchatfield@cahners.com 
mallsopp@cahners.com 


Wireless 


[WEE K). 


SOFTWARE 
PC &- CELLULAR» 


Commissions / Point of Sale / Inventory Control Software 


For All Wireless Resellers & Agents (Cellular, Satellite, ¢ fe.) 


PC &- PAGERS Pro. 


The #1 Best Selling Pager Billing & Point of Sale Software! 
Free Demos & Product Info at: 


(888) 341-0600 Toll Free or www.bamcs.com 
(909) 468-0687, info@bamcs.com 


BAM Computer Solutions, Inc. 


4 XYCOM Distribution Home Page 
| Bile Edit’ View Favorites Jools Help : q 
| PS Cake Oo A Aa = * Telate pee ee | 


Stop Refresh Home Seach Favortes History Mat Print 


eaaeater Tttp: 7WWw.goxycom.com Lin 


ks > 


AYCON Le 


We Specialize in Full Line 
Accessories for iDEN, GSM, 
TDMA and CDMA Technologies. 


Dealers Call: (888) 469-9266 
Tel: (626) 723-0018 Fax: 723-0024 
Website: www.GoXycom.com 


NEXTEL NOKIA =o MOTOROLA ERICSSON 2 


ies EQUIPMENT 
FOR SALE 


| 


ESJMyCompuer 


; cm rec “een, rots, 


§$ November $ 
Bag Phone 
Blowout Special 


$50 Like New & 1 yr Warranty 
New! Flashlight Antennas $7 


RCS (800) 310-4769 
EST 1995 


QUALITY 
EQUIPMENT 
FOR SALE 


As es 


--- IN STOCK --- 
Glenayre RL-70XC, Midband, Link RX 
Glenayre QT-4201, 25W Midband TX 
Glenayre QT-6201, 10W Midband TX 


Glenayre 8505, 500W VHF TX 


Glenayre 8505, 250W 900 MHz W / 
C€2000s Controllers 


Refurbished Cellular Phones | 


New OEM Accessories 
Below Wholesale Prices 


TDMA - CDMA - ANALOG - TRI-MODE - PCS 
B & W Electronics 


Phone: 800-228-1005 Fax: 520-772-1104 


WIRELESS 
ACCESSORIES 


Glenayre GL-T5340, 125W UHF TX 


Glenayre QT-7995A, 250W 900 MHz 
TX W / C2000s Controllers 


Glenayre T1 Card 140-1206 
Glenayre QVSB Card 140-1857 =. 


) 
Motorola Purc 5000 UHF Tx, w/ACB a 


control 
=-=-=--MUCH MORE---- ose 


Call or email Rick McMichael 
888-429-4171 or 314-429-3000 
email: rmcm@preferredwireless.com 
Will Consider all offers 


pager labels 2-way radio labels 
cellular labels | computer labels 
dome labels void material 

and much more 


* fast service 
* small quantities 


800.652.235| fax 561.790.7721 


| 1298 Roselynn Way, Lake Worth, FL 33467 
selec chicane com 


« full art dept. 
+ free samples 


PROFESSIONAL DIRECTORY 


A WEEKLY 
ADVERTISING 
FEATURE 
OF 
PROFESSIONAL 
SERVICES 
INA 
BUSINESS 
CARD 
FORMAT 


SITE DEPLOYMENT SOLUTIONS 


¢ Transportation Services Throughout the North 
American Continent 

¢ Temporary & Long Term Storage or D.C.’s 

¢ Online Dispatch, Rate Requests and Tracking. 

¢ Equipment Placement 

¢ Remote Site Delivery and Pick-Up 

¢C.0.W. & S.0.W. Tow Service 


Terecom 


From a single site delivery to a 
nationwide build-out... 


888-224-9967 


Place Your 


Professional 
Directory Ad Here 
Gai 
I-SOO0-238-2109 


for more information 


s0gistics 


www.telecomlogistics.net 


ROOF TOP SPACE 


PRIME NEW YORK CITY 
100 VARICK STREET @ THE HOLLAND TUNNEL 


973-252-8400 
techreps@mail.com 


TechRepsUSA LLC 
Exclusive Agent 


TOWER SPACE 


TOWER SPACE AVAILABLE 


IN, Anderson Height 300 : 40-10-38/Long: 85-43-40 
IN, Huntington Height 340' me A0-54-52.9 / Long: 85-27-21.8 
IN, Knox Height 300' Lat: 41-15-22 / Long: 89-38-31 
IN, LaPorte Height 300' Lat: 41-38-36 / Long: 86-48-00 
IN, Michigan City Height 180' Lat: 41-42-58 / Long: 86-54-31 
IN, Osceola Height 497' Lat: 41-36-31 / Long: 86-05-57 
sek Richmond Height 395' Lat: 39-50-58 / Long: 84-49-36 

N, Star City Height 323' Lat: 40-56-49 / Long: 86-36-15 
We Beloit Height 400' Lat: 42-33-12/Long: 88-57-42 

For More Information Call 800-345-4222 


HIGHLAND PARK, IL 


210 SKOKIE VALLEY RD. 
242’ MONOPOLE 

N Lat. 42 0924 

W. Lon. 87 4830 


(847) 579-9600 


ARIZONA'S PREMIER 
TOWER FACILITIES 


Contact Rick or Charlie Bonifasi 


ANTENNA USITES) INC. 
www. everaee sites.com 


COMPANY NAME 


CARRIERS 

AIRGATE PCS 

ALAMOSA PCS 

ALLTEL CORP 

AT&T 

AT&T WIRELESS GROUP 
BELLSOUTH CORP 

BRITISH TELECOMM PLC 
CENTENNIAL CELLULAR CORP 
CENTURYTEL INC 

DOBSON 

GLOBALSTAR TELECOMMUNICATIONS 
GRUPO IUSACELL SA DE CV 

MCI WORLDCOM 

MICROCELL TELECOMMUNICATIONS 
MILLICOM INT'L CELLULAR SA 
MOTIENT 

NEXTEL PARTNERS 

ORBITAL SCIENCES CORP 

PRICE COMMUNICATIONS 
QWEST 

ROGERS CANTEL MOBILE COMM. 
RURAL CELLULAR CORP 

SBC COMMUNICATIONS 
TELECOMMUNICATIONS SYSTEMS 
TELECORP PCS 

TRITON PCS 

UBIQUITEL 

US UNWIRED 

VERIZON 

VODAFONE AIRTOUCH PLC 
WESTERN WIRELESS 


VENDORS/DIVERSIFIED CORPS. 
3COM CORP 

724 SOLUTIONS 

ADC TELECOMMUNICATIONS 
AETHER SYSTEMS 

AGERE SYSTEMS 

AIRNET 

ALCATEL ALSTHOM 

ALLEN TELECOM INC 
ALVARION 

AMDOCS 

ANDREW CORP 

AUDIOVOX CORP 

AVANTGO 

BOSTON COMMUNICATIONS 
BRIGHTPOINT 

CELLSTAR CORP 

CELLULAR TECHNICAL SERVICES 
CERAGON NETWORKS 
CISCO SYSTEMS 

COMVERSE TECHNOLOGY 
CONVERGYS 

CROWN CASTLE INTL. 

DMC STRATEX NETWORKS 
ERICSSON LM TELEPHONE CO 
GEOWORKS 

GLENAYRE TECHNOLOGIES INC 
GOAMERICA 

HANDSPRING 

HEWLETT PACKARD CO 

13 MOBILE 

IFR SYSTEMS INC 
ILLUMINET 

INTEL CORP 

INTERDIGITAL COMMUNICATIONS 
INTERVOICE-BRITE 
INTRADO 

LCC INTERNATIONAL 
LIGHTBRIDGE 

LUCENT 

METAWAVE 

METRO ONE TELECOMMUNICATIONS 
MOTOROLA 

NEC CORP 

NETRO 

NOVATEL WIRELESS 
O2WIRELESS SLOUTIONS 
OMNISKY 

P-COM 

PALM INC 

PINNACLE HOLDINGS 
POWERWAVE TECHNOLOGIES 
QUALCOMM INC 

RESEARCH IN MOTION 

| ROHN INDUSTRIES 

SBA COMMUNICATIONS 

| SEMOTUS SOLUTIONS 
SIERRA WIRELESS 
SIGNALSOFT 

SMARTSERV ONLINE 
SPECTRALINK 

SPECTRASITE 

SPECTRIAN CORP 

TEKELEC 

TELLABS 

TELULAR CORP 

TESSCO TECHNOLOGIES INC 
vyyo 

WESTERN MULTIPLEX 
WIRELESS FACILITIES 

XO COMMUNICATIONS 


CHECK COLUMN AT RIGHT FOR PORTFOLIO INDEX STOCKS 


EXCHANGE/ 


TICKER SYMBOL 


NAS/PCSA 
NAS/APCS 
NYSE/AT 
NYSE/T 
NYSE/AWE 
NYSE/BLS 
NYSE/BTY 
NAS/CYCL 
NYSE/CTL 
NAS/DCEL 
NAS/GSTRF 
NYSE/CEL 
NAS/WCOM 
NAS/MICT 
NAS/MICC 
NAS/MTNT 
NAS/NXTP 
NYSE/ORB 
NYSE/PR 
NYSE/Q 
NYSE/RCN 
NAS/RCCC 
NYSE/SBC 
NAS/TSYS 
NAS/TLCP 
NYSE/TPC 
NAS/UPCS 
NAS/UNWR 
NYSE/VZ 
NYSE/VOD 
NAS/WWCA 


NAS/COMS 
NAS/SVNX 
NAS/ADCT 
NAS/AETH 
NYSE/AGR.A 
NAS/ANCC 
NYSE/ALA 
NYSE/ALN 
NAS/ALVR 
NYSE/DOX 
NAS/ANDW 
NAS/VOXX 
NAS/AVGO 
NAS/BCGI 
NAS/CELL 
NAS/CLST 
NAS/CTSC 
NAS/CRNT 
NAS/CSCO 
NAS/CMVT 
NYSE/CVG 
NYSE/CCI 
NAS/STXN 
NAS/ERICY 
NAS/GWRX 
NAS/GEMS 
NAS/GOAM 
NAS/HAND 
NYSE/HWP 
NAS/IIIM 
NAS/IFRS 
NAS/ILUM 
NAS/INTC 
NAS/IDCC 
NAS/INTV 
NAS/TRDO 
NAS/LCCI 
NAS/LTBG 
NYSE/LU 
NAS/MTWV 
NAS/MTON 
NYSE/MOT 
NAS/NIPNY 
NAS/NTRO 
NAS/NVTL 
NAS/OTWO 
NAS/OMNY 
NAS/PCOM 
NAS/PALM 
NAS/BIGT 
NAS/PWAV 
NAS/QCOM 
NAS/RIMM 
NAS/ROHN 
NAS/SBAC 
AMEX/DLK 
NAS/SWIR 
NAS/SGSF 
NAS/SSOL 
NAS/SLNK 
NAS/SITE 
NAS/SPCT 
NAS/TKLC 
NAS/TLAB 
NAS/WRLS 
NAS/TESS 
NAS/VYYO 
NAS/WMUX 
NAS/WFII 
NAS/XOXO 


Eee UND US TOR SSS OC eee ae 


11/8 
CLOSE 


50.66 
14.90 
61.08 
16.38 
15.17 
38.50 
47.82 
9.55 
33.68 
9.38 
0.47 
2.60 
13.83 
1.52 
9.40 
0.38 
6.86 
2.42 
17.96 
11.94 
13.27 
22.42 
37.99 
2.96 
13.38 
31.40 
8.27 
11.64 
49.94 
25.90 
26.76 


4.25 
1.26 
3.79 
7.75 
5.23 
0.80 
16.80 
7.62 
2.75 
28.38 
21.61 
7.00 
0.98 
9.05 
3.17 
0.99 
2.95 
2.00 
19.09 
20.70 
29.10 
10.35 
6.04 
4.80 
0.69 
1.59 
0.94 
1.96 
18.35 
2.12 
1.25 
38.23 
28.28 
8.02 
14.90 
29.00 
5.36 
10.21 
6.81 
1.66 
31.82 
17.50 
10.40 
3.72 
0.59 
1.21 
0,36 
0.17 
2.27 
0.50 
17.27 
56.29 
18.78 
2.24 
6.95 
0.77 
15.45 
3.15 
7.53 
13.40 
2.25 
8.65 
18.91 
14.41 
7.45 
15.00 
1,15 
3.96 
5.85 
1.12 


11/1 
CLOSE 


52.03 
13.71 
59.97 
15.04 
14.68 
37.70 
51.75 
9.00 
32.98 
9.75 
0.53 
2.65 
13.65 
1.40 
10.20 
0.38 
5.43 
1.62 
18.34 
12.00 
12.29 
23.63 
39.14 
2.99 
13.13 
32.12 
8.72 
12.43 
51.14 
23.58 
30.67 


4.13 
1.49 
4.37 
6.70 
4.99 
0.72 
15.49 
8.05 
2.50 
27.00 
19.07 
7.25 
0.99 
8.90 
3.84 
1.07 
3.00 
2.05 
17.66 
19.92 
28.66 
11.74 
5.60 
4.53 
0.56 
1.07 
0.78 
1.99 
17.30 
2.49 
0.80 
34.40 
25.94 
8.07 
13.40 
27.25 
5.45 
9.30 
6.83 
1.91 
31.30 
17.25 
9.70 
3.70 
0.69 
1.46 
0.27 
0.21 
2.38 
0.64 
15.65 
51.63 
16.55 
2.41 
8.54 
0.77 
13.65 
2.17 
7.45 
11.79 
2.40 
8.59 
19.80 
13.50 
6.15 
15.30 
0.91 
4.09 
6.56 
0.92 


For Real-time Stock Quotes, Go To WirelessWeek.com 


PERCENT 
CHANGE 


-2.63 
8.68 
1.85 
8.91 
3.34 
2.12 

-7.59 
6.11 
2.12 

-3.79 

-11.32 

-1.89 
1.32 
8.57 

-7.84 
0.00 

26.34 

49.38 

-2.07 

-0.50 
7.97 

-5.12 

-2.94 

-1.00 
1.90 

-2.24 

-5.16 

-6.36 

-2.35 
9.84 

-12.75 


2.91 
-15.44 
213.27 
15.67 
4.81 
ea 
8.46 
-5.34 
10.00 
5.11 
13.32 
-3.45 
-1.01 
1.69 
-17.45 
-7.48 
-1.67 
-2.44 
8.10 
3.92 
1.54 
-11.84 
7.86 
5.96 
23.21 
48.60 
20.51 
-1.51 
6.07 
-14.74 
56.25 
11.13 
9.02 
-0.62 
11.19 
6.42 
-1.63 
9.78 
-0.29 
-13.09 
1.66 
1.45 
7.22 
0.54 
-14.49 
-17.12 
3a.as 
-19.05 
-4.62 
-21.88 
10.35 
9.03 
13.47 
-7.05 
-18.62 
0.00 
13.19 
45.16 
1.07 
13.66 
-6.25 
0.70 
4.49 
6.74 
21.14 
-1.96 
26.37 
-3.18 
-10.82 
21.74 


52-WEEK 


HIGH 


60.44 
20.00 
68.69 
25.15 
27.30 
50.63 
110.75 
20.50 
39.88 
22.44 
2.56 
13.69 
23.50 
27.25 
36.28 
12.63 
24.50 
8.59 
23.00 
48.19 
20.63 
52.61 
58.88 
16.25 
28.81 
50.13 
10.90 
13.49 
59.38 
40.31 
49.75 


16.67 
28.88 
27.06 
116.88 
9.50 
14.00 
68.31 
24.00 
20.25 
80.50 
27.38 
14.13 
11.38 
29.88 
7.00 
2.70 
7.00 
19.88 
55.75 
124.75 
52.25 
32.25 
22.75 
13.88 
5.88 
7.75 
10.25 
81.94 
44.75 
6.94 
4.00 
49.29 
46.75 
15.81 
15.55 
33.79 
14.00 
19.43 
24.25 
15.31 
45.75 
25.13 
22.65 
20.25 
16.25 
13.80 
13.25 
5.81 
57.56 
12.69 
75.38 
107.81 
107.00 
6.37 
48.44 
8.56 
68.06 
21.00 
18.00 
21.49 
20.19 
24.94 
39.25 
68.50 
14.25 
24.75 
26.39 
17.50 
52.11 
29.94 


52-WEEK 
LOW 


21.69 
6.13 
49.43 
14.75 
12.27 
36.26 
46.93 
7.08 
25.45 
7.90 
0.20 
2.05 
11.50 
0.80 
7.90 
0.05 
4.35 
1.20 
15.00 
11.08 
9.05 
17.19 
37.75 
0.90 
9.41 
26.56 
3.13 
4.00 
43.80 
17.97 
25.55 


3.37 
1.17 
2.63 
5.25 
3.10 
0.07 
10.53 
6.63 
1.55 
24.00 
13.19 
5.90 
0.87 
6.28 
1.88 
0.75 
2.07 
1.90 
11.04 
15.03 
24.46 
7.40 
4.05 
3.05 
0.50 
0.53 
0.66 
1,13 
12.50 
0.70 
0.80 
13.06 
18.96 
4.50 
5.75 
3.75 
2.69 
7.13 
5.00" 
1.44 
10.04 
10.50 
7.50 
2.21 
0.29 
1.20 
0.24 
0.10 
1.35 
0.23 
8.75 
38.31 
13.70 
1.67 
5.91 
0.66 
7.51 
1.72 
4.16 
6.19 
2.03 
7.82 
11.50 
8.98 
3.25 
8.00 
0.66 
2.35 
3.31 
0.27 


WIRELESS WEEK PORTFOLIO INDEX 


$15,000 

$12,500 

$10,000 omc mc ms 
SMS MSRS 
sMs@ccl 

$7,500 2] ee 

$5,000 


11/1 11/8 


Stocks Reap Bounty From Rally 


Exchange/ 11/8 11/1 Percent 52-week 52-week 
Company Name Ticker Symbol _— Close Close Change High Low 


9/10 9/20 9/27 10/3 10/11 10/18 10/25 


AGILENT TECHNOLOGIES NYSE/A 24.75 22.90 8.08 68.00 18.00 


AMERICAN TOWER CORP =—s—«é«(NYSSE/AMT.=—s«O6.25.—«'10.83 -42.29 41.50 5.25 
LEAP WIRELESS INT'L NAS/LWIN 16.23 15.35 5a 46.69 12.70 
NEXTEL 2552 eS NASINATE LH SOLO 2sc 8.55 iy SSO se Osmo ie 
NOKIA NYSE/NOK 22.39 21.27 5.27 53.75 12.70 
NORTEL : -NYSE/NT «6.57 eae F< bua CK.\ fin, cunt oy A 
OPENWAVE SYSTEMS NAS/OPWV 8.50 8.08 5.20 95.88 6.50 
SIEMENS ie NYSE/SK PAu bay7Ouile Preoooeszs2m 
SPRINT PCS NYSE/PCS 24.86 23.47 5.92 33.25 15.72 
US CELLULAR CORP = ————~*«=~CAMEX/USM = 44.10 43.550 1.260 68.57 = 40.70 


The Wireless Week Stock Portfolio consists of 50 shares each of 10 issues from our listing of companies in 
the wireless universe. Our previous portfolio, put together in mid-2000, was based on “buy” recommenda- 
tions from analysts covering the companies. Our latest portfolio, which we launched in June, is based on 
editors’ “gut feelings” and evaluations of companies’ strengths. 


STOCK SPOTLIGHT Shares of SignalSoft Corp. 


rose by 45 percent last week 
after the Boulder, Colo.-based 
SignalSoft Corp. wireless location services com- 
ree iets $3.50: Pany and its Chinese partner, A- 
Info, announced a location- 
based services tral with 
$3.00 Sichuan Mobile Communication 
Co., a subsidiary of China 
Mobile. Location-based services 
will be tested across short mes- 
saging service and voice plat- 
forms to Sichuan Mobile sub- 
scribers in the Sichuan province 
11/2 11/5 11/6 11/7 11/8 of China. 
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Total Market IT Expenditures: WASPs, 2001-2005 
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Wireless application service providers’ 2001 spending on information tech- 
nology infrastructure will be 20 percent below 2000 spending levels, accord- 
ing to new research from Cahners In-Stat Group, which has the same parent 
as Wireless Week. In order to survive, WASPs are being forced to cut back IT 
infrastructure spending or risk joining the growing list of failed ASPs. 


Source: Cahners In-Stat 
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t has been less than a year since California 

Gov. Gray Davis pledged to give $100 mil- 

lion to a University of California-directed 
telecommunications research institute based at its 
San Diego and Irvine campuses. All the organi- 
zation needed to do was come up with $200 mil- 
lion in pledged support over four years. 

Despite the economic downturn, the institute, 
called the California Institute for Telecommunica- 
tions and Information Technology, or Cal-(IT)’, is 
ahead of its fund-raising schedule, having raised 
two-thirds of the needed funds as of this past sum- 
mer. “We are seeing more, not less, involvement 
with industry every week,” says Larry Smarr, di- 
rector of Cal-(IT)? and professor of computer sci- 
ence and engineering at the Irwin and Joan Jacobs 
School of Engineering at UC San Diego. 

Smarr believes support has poured in because the 
center, which emphasizes interdisciplinary collab- 
oration between computer scientists and electrical 
engineers as well as academia and industry, is pro- 
viding new channels for faculty to put their ideas 
to work for an industry that will implement them. 

Another reason is that organizations simply like 
to put their money where they’ll get more bang for 
the buck. Already, Cal-(IT)’ researchers have found 
that funds, such as federal research grants, are com- 
ing through more often than before because such 
agencies like how much this institute leverages 
their contributed dollars. As it turns out, Cal-(IT)’ 
is on track to pull in $400 million over four 
years—25 percent more than the original $300 mil- 
lion goal. It’s all good for wireless, which is a sub- 
stantial part of the work beginning at Cal-(IT)’. 

One wireless initiative already under way is a 
project to enable the coexistence of local area and 
wide area wireless networks. What has been per- 
ceived from the 802.11 and third-generation tech- 
nology camps as an emerging competitive envi- 
ronment may be converging, at least as far as the 
end-users will be concerned. 

“We have a lot of discussion going on with a num- 
ber of different industry folks about trying to build 
an environment that offers interoperability as much 
as possible—and seamlessness,’ Smarr says. 

Qualcomm, for example, has installed an antenna 
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for what used to be its high data rate technology for 
CDMA networks, now called CDMA2000 1xEV- 
DO, on the roof of the Jacobs School of Engineering. 
The campus also has many 802.1 1b sites. Using both 
technologies to create a test bed, center researchers 
are studying how to enable the two networks to work 
together. Customer devices—such as PC cards—would 
enable the user to go between both systems without 
affecting the wireless connection, the content or even 
having to worry about the infrastructure change. 

Another key research area Smarr likes to talk about 
is the ability of wirelessly connected sensors to per- 
form a wide range of scientific, medical, engineering 
and environmental functions, such as monitoring pol- 
lution, roadway conditions or seismic activity, using 
micro-electrical mechanical systems and nanotech- 
nologies. It’s a far-reaching investigatory agenda, but 
these engineers and researchers believe they will pro- 
duce the techniques to make it happen. Considering 
the amount of funds they’re raising, it’s clear the peo- 
ple who count-those with money and those who be- 
lieve in technology advancements—are listening. 

And that’s good for the industry, particularly in 
tough financial times. 


Peggy Albright is Wireless Week’s West Coast 
bureau chief/technology editor. Contact herat | 
peggyalbrigh @ earthlink.net. 
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Spectrum Cap from page 1 


Others who oppose lifting the 
cap, including Leap Wireless In- 
ternational Inc., question how 
well carriers are using the spec- 
trum they already have and 
whether they really have 
reached the limit in various mar- 
kets. But Tom Sugrue, the 
FCC’s wireless bureau chief, 
says that how much spectrum 
carriers have in a market large- 
ly depends on the eventual out- 
come of January’s Auction 35, 
the results of which have been 
delayed pending resolution of 
legal challenges, including that 
involving licenses held by 
NextWave Telecom Inc. 

The view that the policy change 
could shortchange consumers res- 
onates on Capitol Hill. In a letter 
to FCC Chairman Michael Pow- 


ell last week, Sens. Ernest 
Hollings, D-S.C., Daniel Inouye, 
D-Hawaii, and Rep. Ed Markey, 
D-Mass., urged the commission 
to maintain the cap, saying that it 
serves a useful purpose by ensur- 
ing competition. Lifting it will en- 
courage unnecessary consolida- 
tion, pose a risk to consumers by 
giving them fewer choices and 
higher prices and ease pressure 
on companies to innovate. 

But Powell argues the cap is 
no longer necessary. “By any 
standard, it’s the most competi- 
tive market in the communica- 
tions industry,” he says. “Cer- 
tainly we can always quibble 
about more evidence and more 
data. [But] I think it’s fanciful to 
suggest that all of these benefits 
implode solely as a consequence 
of this single rule.” 

Further, the Justice Depart- 


News From 
The Hill 


¢ Sen. Ernest Hollings, D-S.C., 


and Rep. Billy Tauzin, R-La., 
introduced legislation last week 
to prevent ownership of U.S. tele- 
com companies by foreign firms 
that are more than 25 percent 
owned by a foreign government. 
Hollings, who introduced similar 
legislation last year, says foreign 


governments should not be permitted to own U.S. telecom licens- 
es. Companies controlled by foreign governments “are too often 
motivated by political considerations that may be against the 
interests of the U.S. rather than by the working of the competitive 
marketplace,” Tauzin says. Deutsche Telekom’s acquisition of 
VoiceStream Wireless in May spurred debate over foreign owner- 


ship of U.S. wireless companies. 


¢ Senate Majority Leader Tom Daschle, D-S.D., will get top pick 
on the next FCC commissioner, sources say. Jonathan Adelstein, 
Daschle’s legislative assistant, is apparently the front-runner for the 
job, which has been vacant since the departure of Gloria Tristani in 
September. Other possible contenders include Bob Rowe, a member of 
the Montana Public Service Commission, and Kathleen Wallman, a for- 
mer FCC staff member who runs a consulting firm in Washington, D.C. 

¢ The Industrial Telecommunications Association says it 
won't ask Congress to authorize the FCC to charge lease fees for 
spectrum, a move that is opposed by Rep. Billy Tauzin, who heads 
the House Energy and Commerce Committee. The ITA and other 
private wireless groups have argued that charging lease fees 
would lead to more efficient use of spectrum by encouraging 
licensees to give up spectrum they are not using. 


ment’s merger review authority 
and the FCC’s license transfer 
authority still can block mergers 
that don’t meet the competitive- 
ness test, Powell says. He points 
to a Nov. 7 letter from Charles 
James, assistant attorney gener- 
al in the Justice Department’s 
antitrust division, which states 
the department will continue to 
safeguard competition and that 
removing the cap will “not di- 
minish its ability to do so.” 
Speculation on “the harm that 
would flow presumes that they are 
completely asleep,’ Powell says. 
In any event, some industry 
watchers say merger activity may 
not even increase, given the cur- 
rent economic climate and tele- 
com slump. But the challenge 
ahead is clear: “Now the FCC has 
to subjectively evaluate competi- 
tiveness,’ says Adam Guy, senior 
analyst at the Strategis Group. Be- 
fore, wireless mergers weren't 
possible if the deal resulted in car- 


riers going over the spectrum lim- 
its. Now, they will be reviewed on 
a case-by-case basis. 

New procedures that evolve 
over the next year will “make the 
process easier and more stream- 
lined to allow us to move quick- 
ly and efficiently,’ Sugrue says. 

Industry reaction last week 
varied. Some applauded the de- 
cision. The policy shift will allow 
Verizon Wireless to plan for fu- 
ture growth unencumbered by 
the cap, said Denny Strigl, the 
company’s CEO, in a statement. 

CTIA President and CEO Tom 
Wheeler says the group would 
have preferred immediate elimi- 
nation of the cap so carriers could 
get spectrum sooner. “The deci- 
sion to eliminate the spectrum cap 
is an important down payment on 
overcoming the current spectrum 
shortage,” he says. ““Unfortunate- 
ly, the decision delays that down 
payment by 13 months.” 

Dan Pegg, senior vice presi- 


dent of public affairs at Leap 
Wireless, disagrees. “Until one 
really looks at all the spectrum 
and finds out how it’s being used, 
I don’t think we can really serve 
the consumer well by just letting 
available spectrum fall into the 
hands of a few carriers,” he says. 

Pegg maintains that Leap will 
not become an acquisition tar- 
get because of the changes in 
spectrum cap policy. 

“Leap is in it for the long haul. 
It’s time to move on and contin- 
ue to build our business,” he 
says. 

Meanwhile, carriers will have 
to wait to see what procedures 
the FCC will craft to determine 
whether a merger is in the pub- 
lic’s interest. “We think it’s im- 
portant when the cap is elimi- 
nated, it’s really eliminated,” 
says Jeffrey Nelson, a Verizon 
spokesman.“‘It shouldn’t be an 
opportunity for additional regu- 
latory burdens.” 


Broadcasters from page 1 


would be forced to move. Rather 
than being auctioned off for com- 
mercial wireless use, the 30 
megahertz of spectrum in the 
band would instead go to feder- 
al public safety users. If carriers 
lose that potential spectrum for 
next-generation services, they 
may have a stronger case to gain 
spectrum in the 1700 MHz band, 
which they would prefer but 
which currently is occupied by 
the Defense Department. Those 
frequencies are much better suit- 
ed for third-generation services 
than the frequencies the broad- 
casters now hold. Until now, the 
prospects of getting the Defense 
Department to relinquish its spec- 
trum have been low, given the 
events of Sept. 11 and heightened 
national security considerations. 

“We would like to find a way 
to help the public safety folks get 
the spectrum they need. We’re 
looking at different ways of 
doing that,” says one Hill staffer 
who requested anonymity. Local, 
state and federal emergency 


workers currently cannot com- 
municate on the same system. 

“Sept. 11 showed that there’s 
a lack of interoperability and co- 
ordinated communication capa- 
bility from emergency respon- 
ders,” notes Steve Berry, senior 
vice president at CTIA. He says 
“there’s a lot of interest on the 
Hill” in introducing legislation 
to fix such problems. 


If carners lose 
700 MHz spectrum, 
they may have a 
stronger case in the 
1700 MHz band. 


For public safety officials, the 
benefits of such action would be 
enormous. It would consolidate 
their communications operations 
on one slice of spectrum and 
could lead to the creation of a 
core digital national communi- 
cations and emergency network. 

“Anything that will get the spec- 
trum cleared for public safety, and 


cleared quickly, is good,’ says Bob 
Gurss, a lawyer at Shook, Hardy 
& Bacon in Washington and legal 
counsel for the Association of 
Public-Safety Communications 
Officials-International. 

While the bill would benefit 
public safety agencies, it could se- 
riously threaten negotiations be- 
tween broadcasters and wireless 
carriers that are trying to get the 
broadcasters to relinquish the fre- 
quencies. Sen. Emest Hollings, D- 
S.C., has publicly blasted private 
negotiations between the parties 
that would profit the broadcasters 
and CTIA President and CEO 
Tom Wheeler also has criticized 
the idea of paying broadcasters 
“extortion money” to move. 

On an eerie note, a 1996 re- 
port to the FCC and National 
Telecommunications and Infor- 
mation Administration from the 
Public Safety Wireless Adviso- 
ry Committee said that 25 mega- 
hertz of spectrum should be al- 
located for public safety agen- 
cies within five years. Five years 
later, to the day, the terrorist at- 
tacks occurred. MH 


Aether Gets Shot In 


Arm From AOL 


There’s nothing like finding the nght 
investors. Aether Systems Inc’s sagging stock 
shot up 26 percent Nov. 6 after America 
Online Inc. purchased a minority stake in the 
wireless data company as part of an agree- 
ment to work together on developing services 


instant messaging and other content into 


for the small and medium-sized business mar- 
ket. Aether will incorporate AOL's e-mail, 


Aether’s existing wireless products and ser- 


vices. The Owings Mills, Md., company also 
will use its Fusion technology to extend AOL's 
Netbusiness small business solutions to wire- 
less phones and personal digital assistants. 
The announcement said the companies may 
co-brand the initiatives, and Aether will pro- 


mote its current and future products across 
the AOL brand as well as through AOL Time 
Warner's media properties. 


Genie Gets Openwave IM 


Wireless instant messaging across networks 
and platforms will get a boost this week when 
Openwave Systems Inc. announces that its IM 
solution is available and that British 


Telecommunications’ Genie mobile Internet 
service will deploy it by the end of the year. 
Openwave CEO Don Listwin is expected to 


announce at Comdex that the company’s IM 


product also is in trials with five other carriers. 
The product provides interoperability with 
short messaging service and MSN Messenger 
and will add interoperablity for Yahoo's IM 
product early next year. Openwave says it has 
an agreement with AOL as well. 
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When it comes to market intelligence and 
comprehensive wireless coverage online, 
Wireless Week clearly leads the way. 


www.wirelessweek.com—Wireless Week’s Super Site is 


the complete online source for wireless on the Web. 
Content-rich, the wireless portal supplies 


continuous information updates. 
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news@ 2direct—e-mail newsletter delivers the top five | 
industry scoops daily to your inbox. 
Wireless Internet News Delivery—news reports delivered to PDAs and 
WAP-enabled devices during trade shows. 
Wireless Week Jobnet-online automated job-matching 
service specific to wireless. : 
BigTalk Internet Discussions—moderated discussions with 


industry leaders on www.wirelessweek.com. 
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